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new low-cost life insurance for your 





men 
eae 


In countless ways your key men are your business. An 
able vice president or treasurer, a pioneering technician, 
an inspired sales manager, a chief engineer without 
any one of them the swift drive of production, your sales 
curve, the financial security of your business, may be 


seriously impaired. 


Now John Hancock has streamlined and simplified life 
insurance, and is enabling wise managements in every 
field to safeguard at lower cost their stake in valuable key 
personnel. 

John Hancock offers: 


rl Business Security life insurance, payable to your corpo- 
... Anew low-cost policy for 


those who can qualify as 
preferred risks. 


ration or firm, can cover losses resulting from the death 
of an important key man, Or when he lives to retirement, 


cash values can provide retirement funds. 
...A “Select” class 
of policies at We urge that you discover now how John Hancock 


exceptionally low cost. Business Security life insurance can protect the living 


assets of your business. 


For full r A 
particulars ahs Te 
We $ ALAS. ~ 


consult your MUTUALJLIFE INSURANCE COMPANY 
John Hancock BOSTON, MASSACHUSETTS 

DEDICATED TO THE INDEPENDENCE AND 
FREEDOM OF EVERY AMERICAN FAMILY 





This John Hancock 
message appears in 
BUSINESS WEEK 

agent 
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INCOME PROTECTOR... 


Now Sickness 
as well as ACCIGeENet protection in this new 
Ls Coy aber Or- Talbot -Jit-1e) | errata, 
WHintim C1 elabiialerel er 


loss of time benefits for not only 2, 5 or 10 years 


bot Straight Through 
fe) p»Ve [= 65 for total disability 


for more details call a Security Mutual General Agent 


if there is no Security Mutual General Agent 
listed in your area and you have had general 
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V. JOHN KREHBIEL, C.L.U., of Los Angeles, says— 


“A strong factor in my success has been the fact that 
I can offer complete service in Life, Accident and 
Health, Group, Pension Plans and Business Insurance. 
This wide range of facilities enables me to distribute 
coverage according to needs with the constant chal- 
lenge of developing new lines. No client need ever 
call in any other agent when he is dealing with an 


Etna Life man.” 


Mr. Krehbiel has been an out - 
standing representative of 
fEtna Life in Los Angeles 
since 1932. He is a Life Mem- 
ber of the Million Dollar 
Round Table ... Director of 
his C.L.U. chapter ... active 
member and past officer in 
both the Los Angeles Trust 
Council and Life Underwrit- 


ers Association. 


H. COCHRAN FISHER, C.L.U., of Washington, D.C., says— 


"Yes, we have breadth of service—but it would be of little value 
without adequate claims service. As a veteran of thirty years 
with Aitna Life, this has always put me in a position where I was 
leading from strength, Aitna Life’s paramount claims service— 
whether Life, Group, or Accident and Health—gives an agent 


a real feeling of confidence.” 


Mr. Fisher was among the first to 
receive the C.L.U. designation. He 
has represented Etna Life in 
Washington D.C., since 1925... 
is past president of the District of 
Columbia Life Underwriters Asso- 
ciation . . . past member of the 
Board of Trustees, N.A.L.U.... 
recipient of the Bernard L. Wilner 
Memorial Award for distinguished 


service to Life Insurance. 
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Atnas Prestige, Ira 
Breadth of | 


THE BREADTH OF THE ATNA LIFE LINE provides tre- 
mendous opportunities in the four major areas of life 
insurance selling: Family Programming, Business In- 
surance, Estate Analysis, and Pension Trusts. The Aitna 
Life salesman enjoys the additional advantages of rep- 

















AINA LIFE’S TRAINING PROGRAM is thorough from the begin- 
ning. Salesmen gain the knowledge and skill to sell the broad 
line in all markets. There is profitable joint-work with General 
Agents and Supervisors. Two levels of Home Office Schools are 
conducted by men experienced in training for life insurance 
careers. In addition, continuous supplementary field and agency 
training helps speed financial progress. 


AINA LIFE FIELD SUPERVISORS AND HOME OFFICE EXPERTS are 
always available to assist salesmen in developing such specialized 
markets as Salary Budget, Pension Trusts, and Group. With this 
assistance and Aitna Life training, sales representatives become 
qualified to work with attorneys, accountants, and trust officers 


resenting one of the leading writers in the Group In- 
surance field. And he can further improve his earning 
power with Aitna’s personal Accident and Health 
coverages. The Company has complete facilities for 
writing and servicing these plans. 


AINA LIFE’S SELLING AIDS have been tested and proved in the 
field. Every Aitna representative is supplied with a complete kit 
for each sales presentation every market. Each individual 
piece is geared to the particular prospect, written in a language 
he will understand. This material helps to simplify and streamline 
the selling process, resulting in more successful interviews and 


more completed sales. 


BEHIND THE MAN STANDS THE COMPANY 


Standing strongly behind every A-tna Life representative are the 
financial resources and years of experience of the Company itself 
The Atna Life salesman enjoys all the prestige of representing 
a company with a century-old success story—a company whose 
salesmen are daily writing individual success stories of their own. 


There’s a proven plan for selling every market . . . through the 


AETNA LIFE INSURANCE COMPANY 


Hortford 15, Connecticut 


December 
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Sometimes the man who sells Living Insurance looks like this 


Only a special kind of man is willing 


even cade! to give his spare time 
to the Boy Scouts. The Equitable 
Life Underwriter is such a man 
Again and again where good 
neighbors share the load in com- 


Red Cross Pl \ 


Community Chest and many others 


munity projects 


the Man from Equitable is a will- 
ing volunteer, After work, he shows 
the same spirit of service that marks 
his business day 

As a life underwriter, he spends 
his working hours thinking of others 


their hopes, their fears, their 


dreams. The Man from Equitable 
shows them how to turn these 
dreams into happy reality — with 
Living Insurance. This is modern 
insurance that stresses benefits for 
the living 
holder himself while he lives. If he 
dies, benefits for the family that 


lives on after him. 


Benefits for the policy- 


This new Equitable concept of 
Living Insurance is dynamic a 
real aid that simplifies the work of 
the Life Underwriter, It is a positive 
approac h to selling that can lead to 


increasing sales volume. 


The Man from Equitable counts 
ona return that is more than money. 
It comes from the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them 

This is the big reward of service 

a reward that makes hard work 
worthwhile. 


LIVING INSURANCE 


by Equitable 


The EQUITABLE Life Assurance Society of the U 
Home Office: 393 Seventh Ave., New York 1, N.Y 
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@ Zurich-American’s new Merit Automobile Policy has built-in sales 
appeal to bring you increased volume and earnings—same time give 
your clients more value, greater protection for their automobile 
insurance dollar. Approved in most states...it’s far broader than the 
Standard Automobile Combination Policy...and insureds may pay 1/2 
premium on effective date, balance in 6 months without carrying charge. 
Lower rates for safe drivers, too, under our Merit Classification Plan. 
Contact the nearest Zurich-American branch 
or the head office —and start cashing in! II THE 


ERICA 


INSURANCE COMPANIES 


YOUR BEST SALES BET IS THE Merit Policy! 


ZURICH INSURANCE COMPANY - AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY - Head Office: 135 S$. LaSalle $?., Chicago 3, III. 
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“Dtart young—and et curiosity 


| 


help your planning for security 


A sper jal messave 
1o men under 40 
by DONALD H. FARRINGTON 
President 


Farrington Manufacturing Company) 


oe MANY young men make one 
7 serious mistake. They wait too 
long to start creating an¢ tate through 
life insurance 

‘Somehow they don't have the 
curiosity they should about such 
things. They don’t realize how rapidly 
and easily the values build up, even 
with small unit purchases of life in 
surance, when you buy as young as 
you can, 

In choosing a company and a form 
of policy, it pays to understand that 
there are differences and to be in 
quisitive about them. 

‘For example, the most reliable 
and experienced advice costs nothing 
additional and will save you real 
money over the years. 

You will find that modern, flexible 
life insurance not only safeguards 
your family, but may provide a back 
log of savings, education for your 
children, and in later life a comfort 
able retirement. 

So cultivate your curiosity about 
life insurance and the companies 
providing it. It can mean a lot to 
your security and success!”’ 


WHY POLICVYHOLDERS ARE GO LOYAL 


TO NORTHWESTERN MUTUAL 


T IS company is one of the largest in 
the world, with 9S vears’ experience 
and a reputation for low net cost 

This emphasizes that there are signifi 
cant differences among life insurance com 
panies. It is one reason why each year 
nearly half the life insurance issued by 
this company goes to those already in the 
Northwestern Mutual “family 

Have vou reviewed your life insurance 
program within the last two years’ You'll 
find a distinct advantage in calling upon 
the skill and understanding of a North- 
western Mutual agent 


~ 


A NORTHWESTERN MUTUAL POLICYHOLDER. Mfr. Farrington appreciated early the wisdom 


of building a real program of life insurance. Today he owns 8 Northwestern Mutual policies. 


Lhe NORTHWESTERN MUTUAL 2% Aesurance Company 
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with complete protection service 


JAMES BUTE COMPANY sets: 
as better protection against rl RE 


and BU RGLARY 


2) round-the-clock supervision of 
industrial processes and 


“Supplementing your fire and burglary protection with central station super- 
vision of critical industrial processes enables us to obtain increased security 


A & Chile 


with a saving of $5,116 a year.” 


Vice President 


Round-the-clock checking of critical production processes has been combined 
with ADT Central Station Burglar Alarm, Automatic Fire Alarm, and Sprinkles 
Supervisory and Waterflow Alarm Services, to give James Bute Company, paint 


manufacturers, Houston, Texas, complete automatic protection, 


Four ball mills for grinding pigments, and one paint mixer are under remote 
e supervision 24 hours a day, except when under direct personal control, Un- 


scheduled stoppage is automatically detected and reported to the ADT Central 
Controlled Companies of ‘ 


AMERICAN DISTRICT 


TELEGRAPH COMPANY ADT Central Station Fire Alarm Services detect fire and notify the fire depart- 
A NATIONWIDE ORGANIZATION ment automatically. ADT Burglar Alarm Service automatically summons police 


Executive Offices 


155 Sixth Ave., N. Y. 13. N.Y reports the closing and opening of control valves, and other conditions affecting 


the water supply. 


Station, where operators initiate corrective action. 


when burglars attack. ADT Sprinkler Supervision automatically detects and 


Mr. Odell’s statement is typical of the comments of leading executives who know 
that ADT Automatic Services give better protection for property, profits and 


employees’ jobs than can be obtained by other methods, and at less ex pense 


An ADT specialist will be glad to show how combinations of automatic services 
can protect your business by minimizing fire and burglary losses. Call our local 


sales office if we are listed in your phone book; or write to our Executive Offices. 
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out of 10 businesses 


are prospects for 


Employee 
Bonds! 


The record shows that only about 10° of all businesses which should 
have protection against loss due to employee dishonesty do have it! 
Right now most businesses are planning their expense budgets for 
next year. Right now is when they should include the modest amount 


for this important protection. 


rhe unequalled help we give agents in both selling and servicing 
employee bonds is the direct result of over 70 years’ experience. 
Employee bonds are easy to handle... especially when written on a 


s-vear basis. 


TWO SALES AIDS TO AID SALES! 


“Safeguards Against Employee Dishonesty in Business 1 com- 
prehensive booklet, written by the American Institute of Ac- 
countants and the Surety Association, It is especially valuable 
for businessmen and is proving to be a business-builder for our 
agents. 

The complete story about employee bonds is told in the current 
issue of “Mailroad to Prorrrs the monthly sales-help sent 


to all American Surety Agents, 


They're typical of hou SERVING AGENTS FOR OVER 70 YEARS 


{merican Surety backs 


up ifs p rsonal service 


to agents, To learn more 
about this contact our 
nearest branch office. 


COMPANY FIDELITY © SURETY * CASUALTY * INLAND MARINE 
HOMEOWNERS * ACCOUNTANTS LIABILITY 


* AVIATION 
100 Broadway * New York 5, N. Y. 
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Now 


OVER 
TWO BILLION 
DOLLARS OF 
INSURANCE 


IN FORCE 


A qain of oven a billion 
in loss than 5 years 


he Griendly 
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ABA Standard Form Bank Burgiery and Robbery 
~»Accounts Receivable © Armored Car and Messe 
” Automobile © Bankers’ and Brokers’ Blank 

” Builders’ Risk © Business Interruption ® Bu 

), Combination Safe Depository © Comprehe 
Dishonesty, Disappearance and Destructio 

© Comprehensive Dwelling Policy © ; 

»hensive General and Automobile Liab 


a ae Te 


Policy © 


rehensly 


and Permit ¢ Manu 
Open Stock © Mera 
Securities (broad fo. 
and Robbery @ Paym 


73 


“Limited Theft © J 


© Primary Commercial 
and Outside 
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TS 

Lea. 

Burgh 

Storek, 


\) S \- 2. G CASUALTY. FIRE- MARINE INSURANCE 
nse tn : FIDELITY -SURETY BONDS 
United States Fidelity & Guoranty Co., Baltimore 3, Md. + Fidelity Insurance Co. of Conoda, 
Toronto * Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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— you answer this question, read t 
a boy, his mother and an elderly lady 


**How old is your son?” the elderly lady 


“Physically, he’s 10. Emotionally, about Intellectu 
ally, around 15. Counting birthdays, he will be 9 next 
Sunday,” the mother exclaimed 


Like the little boy who was 10, 7, 15 and 9 years old 


no one has a single age, regardless of birthdays 


This is because aging occurs in different people at dif 
ferent rates in different parts of the body. So, despite the 
calendar, in some ways you may always be “young” 


while in other ways, you may be “‘older’’ than your years 


Everyone wants to stay as “young” as possible through 
out life. Fortunately, there are ways to help retain certain 


youthful assets, even into the “sunset year 


Foremost among your early preparations for living long 


and happily are annual health examinations. Through 
them, your doctor can watch for clues to mental and 
physical impairments which, though minor today, could 


Do you really know how old you are: 


‘row worse aS time passes Correction of any defect, at 


its very beginning, is the best way to help keep that 


defect from interfering with your future 


\ younger person's health program should also include 
observance of good health habits. It 1s both possible and 
wise to get enough sleep and rest, to eat properly, to 


exercise sensibly and still not miss any fun during the 


prime of life 


After age 40, two things become very important: (1) 
Guarding against degenerative diseases, such as heart and 
blood vessel disorders, diabetes and arthritis; and (2) pre 


paring for your retirement years 


Health examinations may, sometimes, be desirable at 
least fwice a year after mid-life to help prevent, postpone 
or control degenerative ailments. Greater care, too, should 
% given to nutrition. A good, varied diet may help de lay 


certain aging process 


Naturally your living habits change as you grow older 


So, to keer mentally h ippy, include a hobby in your plans 


for the let 





rtiserment 1s one ol a continuing serie 


Metropolitan in the interest of our 


ilth and welfare. It 1 ippearing in 


Metropolitan Life Insurance Company // 1° magazines with » total circulation 


(A MUTUAL COMPANY) 


1 Mapison AvENUE, New York 10, N. Y. 


41,000,000 incl ng yiher I inne 
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WHY TH ‘Engineer’ NEEDS A LIFE INSURANCE SPECIALIST 


wea weeeereecses Ce Pee eC oeese ees ese a eerreseegeeree se 9 6 


Today, the visions of engineers are becoming realities so 
rapidly the world is beginning to accept the unexpected 
in its stride. We look at the engineering achievements 
around us and realize that some of the future is already here. 
rhe engineer is shaping the world of tomorrow, today. 
Yet, with all of his years of specialization, he can’t predict 
his own personal future—even 24 hours from now. That’s 
why the engineer prepares himself, and his family, for the 
unexpected. He recognizes the need for sound, intelligent 
life insurance. And he seeks out a specialist—a life under- 
writer who knows how to interpret the overall advantages 
of life insurance in terms that meet his specific needs. 
Perhaps you'll be glad to know that many engineers turn 
to the man who represents The Union Central Life Insurance 
Company, Why? Because the Union Central underwriter is 
a specialist in every sense of the word—probably the most 
thoroughly trained and equipped underwriter in his field 
Because he knows his business— knows there is only one 


best life insurance answer for any one situation. Therefore 
he knows how to diagnose a wide range of personal finan- 
cial problems as diversified as the situations in which they 
occur. More important, he knows how to answer the prob- 
lems—meet every individual need—with Union Central 
policies issued from birth to age 70. 

In addition, to keep pace with changing times and needs, 
the Union Central underwriter works closely with an alert 
and cooperative Home Office. Constant research and plan- 
ning supply him with even more effective ways of fulfilling 
his responsibilities to his policyholders. So it’s smart to 
know the man who represents The Union Central—the man 
who can guarantee sound, comprehensive life insurance 
protection to fit your particular needs now and in the future. 


THe UNION CENTRAL Lire INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 
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IZiz-ST VALUE 


1 


Ihe buyer’s counting costs, looking for 


value in homes, hairbrushes, food, week 


end trips. Insurance is no exception 


‘More-for-my-money’’ influences covet 


ages and and 


holder 


cost 
The 
policy. He 

like the 


ervices to policy- 


agent need more than a 


needs value with an edge 


value North America gives you 
I.xperience that mean dependable insur- 


ance; Improved service for proce 


; Ne Ww coverage 


hiv and 
claim to meet new need 


Sound un 
NorTH AMERICA 


Vision for tomorrow’s busine 


derwriting, one source 
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District Agency Development moves ahead 


Less than a year ago with one-fourth of our field 
force already serving policyholders through district rep- 


resentation the New England Life instituted D.A.D, 


In that short time the District Agency Development 
plan has conclusively proved its great value to both agents 
and company. In 20 areas the plan has achieved its two 
prime purposes: to intensify selling and service, and to 
open new territories. Yet even the healthy sales figures 


fail to tell the whole story of success. 


This New England Life project is also a great builder of 
men, The management experience that a district agency 
manager gets under this plan has long-range benefits, for 
out of this group will come future home office and gen- 
eral agent material. 

The importance of the plan ui the Veu kngland Life 
agency sy stem is shown by the company s expre ssed intent 
to move ahead as long as territories and men of promise can 


he found, 


NEW ENGLAND 
Multiel LAE EE wrote” 
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S we go to press with this issue of THE 
A SPECTATOR, we can look with pride to our 
Many of these 
and 


many accomplishments in 1955 


will interest you, our readers our adver 


tisers. 


During the past year our magazine has en 


joyed a splendid growth. Our editorial staff pro 
vided our readers with more pages of top quality 
statistical data than in 


material and 


any other prior year. 


editorial 


Through our sales and business departments, 
we added thirty-four (34) new advertisers. We 
sincerely feel that this is a trend. It indicates 
you of the insurance industry recognize the ex 
cellent editorial content, appearance, and adver 
tising value of THE SPECTATOR. 

You all must realize that to some degree the 
in any 
its advertising 


volume of editorial material presented 
publication is contingent 


volume. 


upon 
Insurance business papers are no excep 
tion. The number of advertisers in 
THE SPECTATOR benefited our readers, enabling 


increased 


us to present many new editorial features and 
statistical tables during 1955 

Our November Statistical Issue this year was 
more complete and comprehensive than ever be 
fore. As our advertising volume 
will this issue and other issues of THE SPECTATOR 
expand. 

If you are one of those who is not regularly 
reading or using THE SPECTATOR as an advertis 


into 1956 


increases, so 


ing medium, we hope that as we move 


1955 


__Spectator 


UBLISHER'S 
COMMENTS 


follow the trend to ou 
As a reader you will benefit 
THE SPECTATOR do 


you have the convenient reply card to get more 


you will publication 
from our many 
excellent features. Only in 
information on new policies, coverages, products, 


and services. As an advertiser, you can use this 


definite proof of our advertising effectiveness, 
reader interest and actions. The advertising now 
THE 


SPECTATOR are stimulating over 11,500 inquiries 


running and the various departments in 
annually. 
Of added 


November issue 


interest is our changeover in the 


to punch card and electronic 
equipment in the compilation of all our statistics. 
This enables our statistical department to pro- 
duce not only our present annual statistical vol 
umes and magazine statistics but also to produce 
special reports of many types that could be ex 
tremely valuable to home offices, agencies, and 
associations in all phases of insurance. We invite 
inquiries from you. 

To you, our readers and advertisers, we say, 
“Thanks for your continuing confidence and in- 
now with us, “Give us a 
chance to serve you in 1956.” 

To THE Spectator staff, editorial, 
statistical, and sales, my 


terest.” To those not 
business, 
sincere thanks for your 
untiring efforts. 
splendid progress 


continuing enthusiasm and 
You are responsible for this 
report 

To all, Merry Christmas and a Prosperous New 


Year 


THOMAS J. CASPER 
Publisher 
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selected news items from industry and business of importance fer 








By RAY M. STROUPE, Washington Bureau — 


FEDERAL SPENDING FOR HEALTH SERVICES AND RESEARCH in the present fiscal 
year is rising by 6.4 pct to more than $2.2 billion. Defense 
Dept. outlays for health programs, budgeted at $818.1 million, 
will be the largest for one agency. Veterans Administration 
Spending will be second at $790.1 million. 








HOLDERS OF NATIONAL SERVICE LIFE and permanent-plan U. S. Government 
Life insurance policies are to get dividends of about $219 
million from the Veterans Administration in 1956. Payments to 
NSLI policyholders will amount to $195 million of the full sum 
involved. 











DOMESTIC DEMAND FOR AMERICAN PRODUCTS is to be boosted greatly in the 
next 20 years, as the U. S. population rises by at least 40 
million. One government prediction places the 1975 population 
at 207 million. The total could be more than 228 million, if 
the birth rate of 1954-55 continues. 








COAL-MINING COMPANY INTEREST in the accident-prevention course of the 
U. S. Bureau of Mines is on the upgrade. In a recent 12-month 
period, 157 mines earned certificates stating that all em- 
ployees had taken the training. The total was more than twice 
the average of the previous five years, says the bureau. 











CONSUMER CREDIT, excluding mortgage debts, reached a new record level 
of nearly $34.3 billion in September. Installment credit, 
aside from charge accounts and service credit, rose $544 mil- 
lion to $26.7 billion during the month. Automobile debt ac- 
counted for $382 million of the increase. 











PUBLIC ASSISTANCE BENEFITS are going to proportionately fewer aged 
persons now than in 1950. National total of persons aged 65 
and over was 14.2 million in June, and 179 of every thousand 
were receiving benefits. Five years earlier, 225 of every 
thousand elderly persons were drawing assistance. 











WORK STOPPAGES produced fewer man-days of idleness in the first nine 
months this year than in any comparable post-World War II 
period except the first three quarters of 1951 and 1954. In 


September alone, the U. S. Labor Dept. finds, 600 strikes 
idled 430,000 workers for 2.8 million man-days. 








BANKS OPERATING IN THE U. S. last June 30 numbered 14,350, or 157 fewer 
than were open a year earlier. Most of the decline resulted 
from consolidations, the Federal Deposit Insurance Corp. 
reports. Deposit insurance is provided by the agency for 
13,505 banks. 








NEWLY NAMED AS PRESIDENT of the American Society of Safety Engineers is 
Edward B. Landry, director of safety and health for the Post 
Office Dept. For 12 years, Mr. Landry held safety engineering 
posts with the Liberty Mutual Insurance Co. and the Sun 
Indemnity Co. 
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by PAUL WOOTON 


Supreme Court Denies Member, Chilton Editorial Board 


Claims by 4 Insurers 
Fou 


which received unfavorable deci- 


insurance COMpanies 
310ns In iower courts In Cases Iin- 
volving the Tort Claims Act have 
failed to obtain U. S. Supreme 
Court review of the cases. 
Consolidated actions concerning 
the Preferred Insurance, Michi- 
gan Surety, Mid-States Insurance, 
and Mercantile Insurance of 


America firms were refused re 


view by the high court. The com 
panies had insured six house trail 
ers which were hit by an Air 

while the 


owners were living in them at an 


Force plane airmen 
air base, 

Damage claims amounting to 
$68,341 were paid by the firms, 
which alleging Air 
However, a dis- 


then sued, 
Force negligence. 

trict court decided that the dam- 
suffered by Air 


personnel incident to their mili- 


aye Was Force 
tary service. 

Their exclusive remedy, said the 
Military 
Personnel! Claims Act, and neither 


court, Was under the 
the owners nor the insurers could 
maintain suit under the federal 
Tort Claims Act. 


was affirmed by the appeals 


This decision 
court 


Construction Seen 
Steady, Not Rising 


Private construction of homes 
and industrial plants appears to 
be in line for a period of stabili- 
zation in 1956 

Home building, while remaining 
at a healthy drop a 
little below the total for the cur- 


rate, may 


rent year, seen as 1.3 million-plus. 
Prices of many building materials 


are edging up, making houses 


more expensive and softening 


buyer demand. 


December 1955 


come before the session of Con 
gress which convenes January 
Most 


with the following matters: in 


important 


urance company 
security; 
health 


on individual 


ocial union 


funds; insurance; tax 
retirement pay 
ments; 


fits 


military survivors bene 


and one half per cent 
tax has passed the House, but 


a 5 to 5 vote to report it out 





measures deal 


income tax; 


welfare 


The bill supplanting the six 


stop gap 


was held up in the Senate when 
the Finance committee failed in 


Prompt action on this measure 


O le than fifty bills per 
N taining to insurance will 


is anticipated because of need 
for enactment before March 15 

Retirement age for women 
reduced from 65 


Disability 


likely will be 
to 62 or 63 years 
benefits going back to 50 yeat 
probably will fail of passage 
Full accounting of union bene 
fit funds probably will be made 
mandatory. 
Prospects for accident and 
health 


eem hopeless at this writing. 


reinsurance legislation 
Taxation of individual retire 


ment payments likely will be 
worked out. 
Military 


probably will be 


survivors insurance 
reduced to a 


true pension system 





Industrial construction will 
tend to level off at about the 1955 
lightly 


investment in plant 


figure or, at best, rise 
The rate of 


building is to be somewhat le 


than $700 million a month, 
During the fall, however, Vet- 
eran Administration was con- 
ing to guarantee home loans 
having closed 
1,070,372 of these GI loans from 


the start of the program through 


ata brisk rate, 


the end of September. Appraisal 
during the 
but the VA expects a high 


rate of closures through the earl) 


requests declined 


month, 


winter. 
More than 700,000 of the loans, 


amounting to more than $4 billion, 


have been repaid in full, the VA 
Claims have been paid 
23,000 defaulted 


ovpserves. 
on fewer than 
loans, or just over half of 1 pet 


of all loans guaranteed. 


More Rules Seen 
For Union Funds 


Proposals for 
tion of the 


unlion-management 


stricter regula 
administration of 
health and 
velfare funds will be submitted 
to Congress soon by the U. & 
Labor Dept 

Congressional committees have 
discovered that in a number of 
instances there have been abuses 
of the funds 


Labor Secretary 
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for your information 


Mitchell acknowledges a need for 
tightening the rules to prevent 
further mishandling. Some unions 
also favor more stringent regu- 
lation, 

Unions are required to file fi- 
with the 
Dept. each year. It is Secretary 
Mitchell’s stated belief that the 
information in the semi-secret re- 


nancial reports Labor 


ports is adequate to show union 
members what happens to their 
money. 

He also says his department has 
no authority to deal with false 
financial statements from unions, 
but he does not intend to recom 
mend changes in that aspect of 


the law. 


GI's Convert 
2 Million Policies 


Servicemen of World War II 
days have converted 2,124,038 five- 
year term National Service Life 
Insurance policies to permanent 
GI insurance plans. 

Veterans Administration  rec- 
ords give evidence that the con- 
versions have an aggregate value 
of more than $10 billion. Still in 
force are 3.5 million convertible 
term policies, valued at $27.4 bil- 
lion. 

Most popular of the permanent- 
type policies is the 20-pay life 
plan, for which 966,000 policies 
amounting to $4.1 billion have 
been issued. Next in popularity 
are ordinary life policies, with 
402,000 valued at $2.8 
billion. 

Other permanent plans to 
which veterans have converted 
are 80-pay life, 395,000 policies 
amounting to $2 billion; 20-year 
endowment, 148,000 policies, $531 
million; endowment at 60, 90,000 
policies, $487 million; and endow- 
ment at age 65, 52,000 policies, 
$310 million. 


policies 


“Flow Accounting” 
Charts Economic Moves 


Accurate advance signals of 


coming changes in economic ac- 


20 


tivity are to be provided for busi- 
ness firms and marketing analysts 
by a new statistical system set up 
by the Federal Reserve Board. 

In development for nine years, 
the system is known as “flow of 
funds accounting.” It offers paral- 
lels from the past as guides to 
handling future economic prob- 
lems. It is designed to give highly 
detailed financial 
status of consumers, their income 


facts on the 


outlays, and economic 


behavior patterns. 


sources, 


Statistical series using the flow 
of funds principle will at first ap- 
pear annually, but in a few years 
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they will be brought out quarterly. 
Studies employing this principle 
already show consumer equity in 
new and used homes has lessened 
since the end of World War II, 
thus 
quarters about the use of mort- 
gage credit. 


causing concern in some 


Disaster Insurance 
Limits in Dispute 


Disagreements on the scope of 
proposed disaster insurance legis- 
lation have been brought into the 
open, while pleas for caution in 
the handling of this program are 
sounded in the government and 
in the insurance industry. 

Initial hearings on the problem 
by a Senate Banking subcommit- 


tenta- 
tive insurance plan with Eisen- 


tee produced news of a 


hower Administration backing. 
Caution keynoted the plan, which 
called for a program of limited 
duration and coverage. 

Commerce Under 
Walter Williams 


limits of the type suggested, dur- 


Secretary 
recommended 


ing his appearance before the sub- 
committee. He also suggested 
that means be found to bring into 
the program private companies, 
which eventually might take over 
the entire insurance operation. 

Some arguments on the Admin- 
istration’s tentative plan have 
taken place in the subcommittee. 
A number of the lawmakers in 
both House and Senate plan to 
advance their own insurance bills 
during the coming session. These 
will compete with the final Ad- 
ministration plan to be offered at 
that time. 


Factory Sales 
Advance $4 Billion 


Business expansion during the 
fall months reflected in part the 
brisk business done by manufac- 
turing concerns. 

Factory sales in September had 
a total value of $27.7 billion for 
an advance of $4 billion over sales 
a year earlier. Shipments’ by 
durable-goods producers, season- 
ally adjusted, were 1 pct higher 
than those in August, while non- 
durable-goods shipments were un- 
changed. 

New orders, somewhat 
the August level, amounted to 
$28.5 billion, or $4.5 billion more 
than in September, 1954. Orders 
placed with durable-goods firms 
declined 1 pet from the August 
total, though a moderate drop in 
the transportation equipment field 
was partly offset by gains in the 
machinery lines. New business in 
the nondurable-goods category 
was 2 pct below the August rate. 

Unfilled orders rose by $800 
million to $52.6 billion at the 
end of September. Durable-goods 
firms accounted for all the in- 
crease. Inventory book values 
reached $44.2 billion. exceeding 
those in August by $300 million. 
There were few changes in major 
industries’ stocks in September. 


under 
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Industry's Pension 
Assets at $11 Billion 


Pension fund assets of U. S. 
corporations, growing at a rate 
of 25 pet annually, amounted to 
$11.2 billion at the end of 1954. 

Three years earlier, the Securi- 
Commission 


ties and Exchange 
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discloses, holdings totaled $6.4 


billion. Biggest gain took place 
in 1954, 
nearly $1.8 billion, compared with 
$1.7 billion in 1953 and $1.4 bil- 


lion in 1952. 


assets increased 


when 


Information this 
growth was derived by the SEC 
from its recent 
insured pension funds for all cor- 
than 


concerning 
survey of non- 


porations other insurance 
companies, banks, and railroads 
Of the $11.2 billion in fund as- 
sets last Dec. 31, $6 billion con- 
sisted of corporate bonds. Com- 
mon stocks amounted to $2.1 bil- 
lion, and U. S. government bonds 
to $2 billion. The funds also held 
$420 million in preferred stock 
Employer contributions 
the total worth of the funds by 
more than $1.5 billion annually 


in 1953 and 1954. 


raised 


Small Firms Seldom 
Use Outside Capital 


Smaller businesses are more 


inclined to entirely on 
internal 
capital than are large concerns, 
a one-year U. S. Commerce Dept. 


depend 


resources for required 


study reveals. 
More than half the small and 


December 1955 


medium-sized 
construction, and trade firms con- 


manufacturing, 


tacted in the project indicated no 
desire for outside financing. On 
the other hand, 24 pct said they 
needed external funds and ob- 
tained all they required. Another 
20 pet said they did not get all 
the external capital they wanted. 
Banks were the source of al- 
most 80 pet of the loans obtained 
by the businesses surveyed. Firms 
less than three years old relied 
more on business associates and 
friends for financing than did 
older firms. 
Most of the 


were in the form of 


funds borrowed 
short-term 
loans Half the loans were for 
90 days or less, and 70 pet were 
for less than one year. Six pet 
was the most commonly reported 
interest charge 

More than 60 pet of the loans 
loans, without 


were signature 


support of specified collateral 
Where 


fixed capital of the busine was 


collateral was required, 


most often pledged. 


Auto Production 
Roars Ahead 


Automobile, truck, and bus pro 
ducers report larger shipments of 
their vehicles in the first nine 
months of 1955 than the full-year 
totals for all but two earlier 
years. 

At the three-quarter mark for 
the year, over 5.9 million pas 
senger cars and 934,000 trucks 
and buses had been sold by the 
factories. Only in 1950 and 1953 
were the full-year totals higher 

Producers’ sales during Septem 
ber slipped below the monthly 
average of 793,515 recorded dut 
ing the first eight months. How 
167,845 


cars and 92,117 trucks and buses 


ever, September sales of 


surpassed the total for the same 
month in 1954 by more than 190, 
000 units. 

Domestic sales claim a larger 
percentage of the vehicle produc 
tion this year than last. Exports 
in the January-September period 
included 188,604 cars and 145,601 
trucks and buses, or 4.8 pet of 
total sales. In 1954, for the cor 
months 


responding exports 


amounted to 6 pct of over-all 


sales. 


City, State Pension 
Funds Increase Assets 


State and local government em 
ployee pension funds are rapidly 
gaining in amount, even though 
federal Social Security coverage 
is available now to many of these 
employees. 

From 1944 through 1954, cash 
and invested reserves of state-ad 
ministered retirement funds quad 
rupled and those of cities tripled 
Total amount in the reserves at 
the end of 1954 was $8.7 billion, 
of which the states’ share was 
$5.3 billion 

Growth of the reserves has been 
particularly swift in recent years 
Fund assets increased by about 
$1 billion from 1952 to 1953 and 
by $1.3 billion from 1953 to 1954 

Retirement fund investments as 
1954 ended included $4.2 billion 
in federal government securities, 
$1.4 billion in state and local gov 
ernment paper, and $2 billion in 
non-government securities, prin 


cipally utility and industrial 


bonds and _ railroad equipment 


trust certificates. There were also 


relatively small investments in 
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stocks and Canadian government 
bonds 
Proportionately, investments in 


non-government securities have 


been rising, while those in | s 
have de 


government securities 


clined 
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Charity, Sacrifice, Glory, Peace 
"INHE season of recollection and resolution is 
at hand. This is, of course, the season of 
Christmas. Over the earth under the spell of 
the New Born One, an elation thrills all man 
kind. A sense of contentment makes charity 
natural and creates courage to face the future 
with faith and fervor. 

As the year ends, man reviews the road tra 
versed and compares his present attainments 
with his past ambitions. Memory will bring to 
each a certain pleasure as virtues and victories 
during the twelve months are recalled and tem 
per the sorrow over faults and failings. A pur- 
pose will result to pattern our lives so that peace 
of mind will be assured in the days to come. 

That this time of year should bring forth 
whatever there is of goodness and righteousness 
in the human heart is a phenomenon to be ex- 
pected. The world itself, two thousand years 
ago, was reinvigorated and reanimated by the 
knowledge, divinely instilled, that through the 
Redemption, a new and better way of life on 
earth was possible. 

Because the Spirit of Christ is with us, this 
is a season of charity, of sacrifice and of accom- 
plishment. Past errors and affronts are forgiven 
and a new covenant offers glory and peace to 
men of good will. 

In this season of contemplation when we ap- 
preciate that the blessings we share far out- 
weigh the sorrows we suffer, THE SPECTATOR 
joins in that old old admonition, “Be merry for 
Christ wills it so.” 


Variable Words for Fixed Plans 
HE precise definition of many modern poly- 
syllabic words, particularly those evolved by 
academicians and variously interpreted by schol- 
ars and pedants, often escape the layman. In 
consequence these words are in instances mis- 
construed, misused and misapplied. ‘Semantics’ 


seems such a word. Semantics, in our under 
standing—and for the purpose of this comment 

is the science through which certain words 
convey certain meanings. Defined thus, it could 
have great influence on a current controversy 
among life insurance men. THE SPECTATOR, of 
course, refers to the variable annuity. 

To the average man the two words variable 
and annuities convey contradictory thoughts. A 
great majority of people include in their com 
prehension of “variable,” such terms as un 
certainty, insecurity, undependability, fickleness, 
inconstancy and change. On the other hand, 
when the same persons think of annuity, it is to 
associate it with a sense of security, certainness, 
constancy, and finality. An annuity is arranged 
for by a man or a woman when he is physically 
and financially strong to become effective on a 
day when he or she is faced with a productive- 
less age or a poor state of health.. An annuity 
to such a one is substantial assurance that de- 
spite financial vicissitudes death alone will end 
its usefulness. 

To most men inconsistency and certainty are 
incompatible. So seems the variable annuity 
Under whatever guise the contract is presented, 
the conflict in the meanings between the two 
words describing the product is so fixed that 
complete confidence in its guarantee seems 
impossible. 

Whether or not the fixed dollar annuity is 
adequate; whether the inflationary aspects of 
the present economy continue; whether mis- 
understanding of it discredits life insurance, or 


Continued on page 79 


EDITOR 


J fel: Cocllow 


THE SPECTATOR 





E do not know if any of the 
casualties at the Boston Mas- 
sacre in 1770 had life policies with 
“war” clauses, but if they did there 
was no litigation. Nor do we find 


any decisions involving incidents 
leading to the Mexican, Civil, or 
Spanish-American wars. However, 
Pearl Harbor started the litigation 
ball rolling on the question of the 
“war” clause, and the Korean con- 
flict kept it rolling. Needless to say, 
the decisions are not in agreement. 

However, the best review of the 
conflicting decisions is found in the 
recent case of Christensen wv. Ster- 
Washington 
1955. 


Because of its importance we have 
J 


ling Insurance Co., 
Court of Appeals, May 26, 
included the names of the cases and 
the States wherein decided: 

“Was the United States a ‘coun 
try at war’ on May 11, 1952 (dur- 
ing the Korean conflict), within the 
meaning of the terms of a life in 
surance policy? 

“The answer is to be found with 
in the scope and meaning of the 
word ‘war.’ Is it to be construed in 
its legal or technical sense, or is it 
to be given its ordinary meaning a 
used in common speech ? 

“The insured died as a result of 
an automobile accident in Alaska 
on May 11, 1952, while he was serv- 
ing in the military service of the 
United States. 


War Service Clause 


“The life 
which this action by the beneficiary 


insurance policy, on 
is based, contains a ‘war service’ 
clause that provides: 

“‘If the Insured shall die from 
any cause while in Military, Naval 
or Air Service of any country at 
war ...the Company shall be liable 
only for a refund of the premiums 
paid, or the reserve . whichever 
is the greater. . . 

“Prior to this action, defendant 
insurer refunded the premiums 
paid, since they were greater than 
the policy reserve. Defendant de- 
nied further liability for the reason 
that death of the insured was with- 
in the terms of the war service 
clause 

“Plaintiff appeals from a judg- 
ment dismissing the action with 
prejudice, 

“Based 


upon a_ stipulation of 


counsel and facts which the court 


December 1955 


Review of Latest 
War Clause Decisions 


Author of THE SPECTATOR's monthly "Verdict" 


column brings together the most recent and most 


significant court cases on the question of what 


constitutes ‘‘war" in today's insurance contracts. 


By LUKE A. BURKE, Member of the New York Bar 


judicially noticed, it appear that 
the Congress of the United State 
did not, at any time, make a formal 
declaration of war 
North 


against any of its allies; that ce) 


government of Korea noi 


tain nation including the United 
States, had adopted the ‘charter of 
Nations’; that the 


United States wa 


the United 
‘obligated to join 

‘ in carrying out the measure 
decided upon by the Security Coun 
cil’ of the United Nations; that the 
Security Council requested ‘mem 
bers of the United Nations to fur 
nish the 
repel the armed attack and restore 


necessary assistance to 


international peace’ in Korea; that 
armed forces of the United State 
were dispatched to Korea by direc 
tion of the President, and that, 
prior to and on the date of the 
death of the (May 11, 


1952), the ‘armed forces of the 


insured 


United States, including all divi 
sions of the service, were engaged 
in actual armed combat with the 
military troops of North Korea’ and 
troops from China; that the gov 
ernment of the United States stated 
officially that, as of May 9, 1952 
two days prior to insured’s death 

the United States had iffered 


108,413 casualties, of which 19,096 


against the 


had been killed in combat in the 
Korean conflict 
“Plaintiff 


that have construed the word ‘war,’ 


relies on those cases 


as used in life insurance contracts, 
in its strict constitutional sense 
hese cases hold that an armed con 
flict is not a war, in the legal or 
constitutional sense, in the absence 
of a declaration of war by the Con 
gress of the United States. Beley 1 
Pennsylvania Mut. Life Ina. Co., 
373 Pa. 231, cert. denied 346 U. S 
820 (1953 killed in 


Pennaylvania 


(Insured 
Korea Harding 1 
Mut. Life Ina. Co., 373 Pa. 270 
(1953 
11, 1950, in train wreck on way to 
military camp Idaho 
Mut. Benefit Ass'n, 65 Idaho 408 
(1944 (Insured killed at Pearl 
Harbor West wv. Palmetto State 
Life Ins. Co., 202 8. C. 422 (1943 
(Insured killed at Pearl Harbor 

Savage v. Sun Life A 
Supp. 620 (D, ¢ 


(Insured killed September 


Rosenau 4 


vrance Co 
of Canada, 57 F 
La., 1944) (Insured killed at Pearl 
Harbor 


Bases for Decisions 


“These decisions are based, in 
part, on the rule that a court can 
Continued on next page 





LATEST WAR CLAUSE DECISIONS 


not take judicial notice of the ex- 
istence of a war until a formal 
declaration has been made by the 
proper department of the Federal 
government. 

“Other courts, in construing sim- 
ilar clauses, have held that in pri- 
vate matters, unaffected by a public 
interest, the courts are free to take 
judicial notice of the existence of 
a war although no formal declara- 
tion of war has been made by the 
Federal government. Western Re- 
serve Life Ins. Co. v. Meadows, 152 
Tex, 559 (1953) (Insured killed in 
Alaska during Korean conflict). 
Langlas v. lowa Life Ins. Co., 63 
N. W. 2d 885 (1954) (Insured 
killed in Korea) ; Stanbery v. Aetna 
Life Ins. Co., 26 N. J. Super. 498 
(1953) (Insured killed in Korea) ; 
Weissman v. Metropolitan Life Ins. 
Co., 122 F. Supp. 420 (D. C. Cal., 
1953) (Insured killed in Korea) ; 
Gagliormella v. Metropolitan Life 
Ins, Co., 122 F. Supp. 246 (D. C. 
Mass., 1954) killed in 


Korea ) 


(Insured 


“In these cases, the court con 
strued the word ‘war’ in its ordi- 
nary popular sense and held that 
the Korean conflict was a war with- 
in the meaning of the terms of the 
policy. 

“We cannot subscribe to the rea- 
soning of the Beley case, supra, and 
those decisions which have followed 
it. To our mind, it overlooks four 
considerations which are control- 
ling. 

“First: In matters 
purely private, courts may take a 
judicial notice that a war exists. 

“Second: The word ‘war’ as it 
is generally understood, involves 
armed conflict between the military 
forces of two or more nations. Its 
existence does not depend upon a 
declaration by Congress. ‘In com- 
mon understanding, war is war, 
whether declared or undeclared.’ 
Langlas v. lowa Life Ins. Co., 


which are 


supra, 

“Third: It ignores the well-known 
purpose of insurers. 

“Fourth: The legalistic determi- 
nation of the question ignores the 
modus operandi of the United Na- 
tions. As one legal writer observed: 

“« | if the Charter of the United 
Nations is strictly applied, war of 
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Continued from page 23 


the declared or constitutional type 
may be for historians.’ Cecil J. 
Olmstead, 1953 Annual Survey of 
American Law, page 12. 

“This court has recognized the 
right of parties to a contract to use 
the term ‘war’ in other than its 
strict, constitutional sense. Hoover 
v. Sandifur, 25 Wn. (2d) 791 
(1946). 

“When construing the terms of a 
policy of insurance, the court seeks 
to determine the intent of the par- 
ties, and the general rules govern- 
ing the construction of contracts 
applied. The 
whom policies of insurance are is- 


must be people to 
sued consider and understand the 
terms in their popular and ordinary 
meaning (Kane v. Order of United 
Commercial Travelers, 3 Wn. (2d) 
355, and the court will give the 
language used such a construction. 

“When, as in Korea, the military 
forces of two or more nations, un- 
der the direction of their govern- 
ments, meet in armed combat over 
an extended period of time and in 
numerous engagements, such activ- 
ity is ordinarily called ‘war.’ It is 
war in the ordinary, popular sense 
of the word. 

“A reading of the whole instru- 
ment does not disclose that a dif- 
ferent or special meaning was in- 
tended by the words ‘country at 
war.’ 


‘Country at War" 


“The purpose of a war service 
clause is to define a risk and ex- 
clude it from the general coverage 
of the policy. If ‘war’ is given its 
ordinary, popular meaning, liability 
is determined by actual combat, a 
factor which naturally affects the 
risk; if given its strict, constitu- 
tional meaning, liability is deter- 
mined by a formal declaration 
which, unless coupled with actual 
combat, does not increase or de- 
crease the risk. In the light of the 
apparent object of the clause, we 
conclude that the parties did not 
intend to have the language use, 
construed in its strict, technical 
sense, 

“The United States was a ‘coun- 
try at war,’ within the meaning of 
the terms of the policy.” 


The case of Barskitas v. Monu- 
mental Life Ins. Co., County Court 
of Allegheny County, Pa., June 13, 
1955, is believed to be the first de- 
cision involving the NAIC war 
clause. The insured was killed in 
action while serving with the U. S. 
Army in Korea on July 16, 1953. 

The policy excluded death under 
the following circumstances: ‘1. As 
the result of war or an act of war 
or as the result of the special haz- 
ards incident to service in the mili- 
tary, naval or air forces of any 
country, combination of countries 
or international organization, if 
the cause of death occurs while the 
insured is outside the Home Area 
and in the service of the military, 
naval or air forces of any country, 
combination of countries or in- 
ternational organization, provided 
such death occurs outside the Home 
Area or within six months after 
the insured’s return to the Home 
Area while in such forces or within 
six months after termination of 
such service, whichever is earlier; 
or... As used above, the term, 
‘Home Area’ means the 48 states 
of the United States, District of 
Columbia, and Canada; the term 
‘war’ includes, but is not limited to, 
declared war, and armed aggres- 
sion by one or more countries 
resisted on orders of any other 
country, combination of countries 
or international organization; the 
term ‘act of war’ means any act 
peculiar to military operations in 
time of war; and the term ‘mili- 
tary, naval or air forces’ includes 
the army, navy, air force, marine, 
coast guard, medical or other 
branches or divisions of military 
or naval service.” 

The County Court decided that 
the Korean conflict was a “war” 
within the definition in the policy 
and hence the beneficiary was only 
entitled to a return of premiums. 
The County Court referred to the 
case of Beley v. Pennsylvania Mu- 
tual (which was cited in the Chris- 
tensen case) wherein the Supreme 
Court of Pennsylvania held that if 
the Company wanted to exclude 
wars other than constitutional wars 
it could have used words such as 
“declared or undeclared wars.” Ap- 
parently the County Court felt that 
the admonition contained in the 
Beley case was covered by the 
Barskitas policy. 
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F you've been to many agents’ 


conventions lately, you’ve prob- 
ably noticed, as we have, that 
more and more local agents are 
talking about doing “some public 
relations and advertising” activ- 
ity. But a lot of them are only 
since they 


talking about it, 


haven’t the time or training to 
develop their own programs, or 
the money to get professional 
Still, they feel that, 


in this day of keen competition 


counseling. 


and direct writer inroads, they’ve 
got to do something. 

Our company, recognizing the 
need for a planned program, has 
come up with a concrete, workable 
plan for its Fireman’s 
Fund offers a first-rate monthly 


agents. 


magazine for agents to keep their 
names and services before their 
clients and introduce themselves 
to new prospects tied in with a 
series of ads. The 76-year-old 
Fireman’s “Record” has 
been redesigned into a pocket-size, 
general interest 
company name and insurance are 
kept to a bare minimum, and the 
occasional insurance 
does appear is in a section labeled 
“Family Security.” Only general 
information, written in layman’s 
language, is incorporated in this 
booklet. 


Fund 


magazine. The 


story that 


Message Palatable 


Since the insurance 


must be made palatable, the “Rec 


message 


ord,” unlike other promotional ma- 
terial offered by most companies, 
sustains reader interest month-to- 
month with a variety of general 
interest features, and depends on 
subtle repetition to get the agent’s 
advertising message across. The 
plan, new to capital stock compa- 
nies, has been used with phenome 
nal success by leading auto man- 
ufacturers. Also two direct writ- 
ing insurance companies keep in 
touch with 
with a company-produced maga- 
zine. 

The magazine idea has had a 
warm reception from Fireman’s 
Fund agents. As of this Novem- 
ber, a year after the idea was in- 
troduced, more than 1,000 agents 


their policyholders 
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House Organ, Ad Series 


Tell Agents Story 


A double-barreled campaign using a magazine 


mailed to policyholders and prospects plus a series 


of advertising mats has made possible a year of 


good hunting for Fireman's Fund. 


By E. O. SCHARETG, Advertising Manager, Fireman's Fund Group 


all over the country are mailing 
nearly 50,000 copies of the ‘“Rec- 
ord” to their clients and prospects 
every month. Those who do news 


paper advertising are getting 
added mileage from four of the 
most popular “Record” ads. These 
are the “Self Service” ads for pro- 
ducers and agents’ associations to 
use 


The whole tenor of the “Rec 


ord” is low pressure—it doesn't 
take the place of personalized sell 
ing, it simply supplements per 
sonal contact for the agent who's 
too busy to see all his clients 


every month. Three ads, written 


and designed by professionals, 
feature each month the agent's 
name and address, tell the advan 
tayes of buying insurance from an 


Continued on page 55 
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How Young Presidents Buy 


This special Spectator tabulation reveals some of 


the insurance buying habits of youthful execu- 


tives 


Table 1. 


All 
Life Insurance Coverage: 


All respondents 100% 


100% 


$75,000 and under 28 
$76,000. $200,000 48 
$201,000 and over 24 


Median Coverage * $112,000 


OES the 
executive increase his life insur- 
Does he 

family 
increases in his life insur- 


successful young 
ance as he grows older? 
match the growth of his 
with 
ance? When a man has personal 
assets worth several hundred thou 
sands of dollars, how much life in- 
surance will he carry? 

In an attempt to discover answers 
to these and other questions, Tut 
SPECTATOR sponsored a_ special 
study of the statistics for an im 
portant group of young executives. 
This group is the Young Presidents’ 
YPO to which a 
man becomes eligible if he is under 


40 years old and president of a com- 


Organization 


pany grossing over a million dollars 
a year. 

Every year members of this 
group answer a lengthy, confiden- 
tial questionnaire dealing not only 
with their business activities but 
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in the Young Presidents 


$250,000 
and under 


$84 ,000 


Organization. 


PERSONAL NET WORTH BY LIFE INSURANCE COVERAGE 


Personal Net Worth: 
$251,000 
500,000 
46 21 
100% 


43 24 12 
46 59 41 
1 17 47 


$109,000 $188 ,000 


also with their personal finances. A 
statistical report on the answers to 
the questionnaire is prepared by 
Science Research Associates, which 


compiled these life insurance fig 


ures for THE SPECTATOR, 

In these special tables for THE 
SPECTATOR, five basic factors that 
might influence life insurance buy 
ing are compared with the amounts 
of coverage these men reported in 
the questionnaire. We started with 
personal net worth and went on to 
compare their insurance with their 
age, number of children in their 
families, years they have been pres- 
ident of the company and their per- 
sonal income, 


Third Annual YPO Survey 


For this third annual YPO sur- 
vey, 463 members filled out the 
questionnaire out of 746 to whom 


the forms were sent. The general 
results showed that the companies 
run by YPO members averaged $3.5 
million in sales, 250 em- 


ployees, and $1,299,000 in net capi 


gross 


tal worth. Twenty per cent of the 


companies, however, had capital 
worth of over $4 million, 14 per cent 
had over 1,000 employees, and 8 per 
cent grossed over $19 million for a 
year’s sales. 

Dealing with the way these men 
became presidents of their compa- 
nies, the general showed 


that 44 per cent of them head com- 


survey 


panies controlled by their families. 
But it is significant that the second 
largest group—28 per cent of the 
total 
head, and another 6 per cent worked 


started the companies they 


their way up through the ranks. 
On the all important question of 
personal income, the survey breaks 
down the figures by size of com- 
pany. The average president of a 
company grossing under $2 million 
earns $23,300 in salary and another 
$7,000 in bonus. 
tween $2 and $4 million in gross 


In companies be- 


sales, the 
$24,600 and the bonus $7,500. For 
companies in the bracket between 
$4 and $10 million in sales, the 


president’s salary is 


average president earns $28,700 in 
salary and $16,400 as a bonus. 


Income of Presidents 


Top average income goes to the 
president whose company is only in 
the second highest sales bracket 
Within the $10 to $19 million gross 
sales group, the salary comes to 
$44,400 and the bonus to $12,900. 
When the companies gross over $19 
million, the average salary for the 
president slips to $43,800 and the 
bonus to $10,500. 

With that information about this 
group of young executives, we are 
now ready to look into the figures 
they report on their life insurance 
policies. In the first instance, the 


THE SPECTATOR 





Insurance 


general survey reveals that these 
men have an average personal net 
worth of $270,000 and on the aver- 
age own $112,000 in life insurance, 
$12,000 above the average for the 
YPO survey made a year earlier. 
The 1955 study lists 16 per cent 
of the group owning less than $50,- 
000 in life insurance, 34 per cent 
with between $50,000 and $112,000, 
another 37 per cent from $112,000 
to $300,000, and the top 13 per cent 
with over $300,000 in life insur- 


ance, 


Results Compared to ‘54 


The general study compares these 
figures with results of the 1954 sur- 
vey, showing that the top group 
owning over $300,000 in insurance 

has gone up three percentage 
points—from 10 to 13 per cent in 
1955. The lowest group—$50,000 
or less in insurance—decreased in 
the same comparison from 19 per 
cent in 1954 to 16 per cent in 1955. 

These general facts indicate that 
the YPO includes an active, young 
group of dealers who are taking top 
responsibilities in their organiza- 
tions and are, at the same time, buy- 
ing sizeable life insurance policies 
to protect their estates 

It is from those estates — the 
personal net worth - that THE 
SPECTATOR began its special study 
of the YPO statistics. The group 
was divided into three parts 
Table 1—based on net worth and 
each of the groups arranged on 
life insurance owned. Among the 
men whose net worth was $250,000 
and under, 46 per cent owned be- 
tween $75,000 and $200,000 in life 
insurance. When the net worth 
moves up to between $250,000 and 
$500,000 the percentage owning be- 
tween $75,000 and $200,000 in in- 
surance increases to 59 per cent 
For the top group—net worth over 
$500,000—the largest portion—47 

Continued on page 58 
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Table 2. AGE BY LIFE INSURANCE COVERAGE 
Age: 
Under 
All 35 40 
Life Insurance Coverage: 


All respondents 100% 18 51 31 
100% 100% 100% 


$75,000 and under 28 36 29 21 
$76,000- $200,000 48 45 50 47 
$201,000 and over 24 19 21 32 


Median Coverage” $112,000 $93 ,000 $112,000 $123 ,000 
Table 3.-NUMBER OF CHILDREN BY LIFE INSURANCE COVERAGE 
Number of Children: 
5 or 
All None 1 and 2 more 
Life Insurance Coverage: 


All respondents 100% 7 38 33 15 7 


100% 100% 100% 100% 100% 100% 


$75,000 and under 28 48 34 23 20 14 
$76,000 $200,000 48 48 45 50 53 45 
$201,000 and over 24 4 21 27 27 41 


Median Coverage” $112,000 $79,000 $98,000 $115,000 $139,000 $150,000 


Table 4...NUMBER OF YEARS IN PRESIDENT’S CHAIR BY 
LIFE INSURANCE COVERAGE 


Years in Present Position: 
14 
All 8 13 and over 
Life Insurance Coverage: 


All respondents 100% 63 28 9 


100% 100% 100% 100% 


$75,000 and under 28 32 24 14 
$76,000- $200,000 48 51 45 35 
$201,000 and over 24 17 31 51 


Median Coverage* $112,000 $98 ,000 $133,000 $215,000 


Table 5... TOTAL INCOME BY LIFE INSURANCE COVERAGE 
Total Income: 
$26,000 $27,000 $42,000 $62,000 
All and under 41,000 61,000 and over 
Life Insurance Coverage: 
All respondents 100% 20 28 27 25 


100% 100% 100% 100% 


$75,000 and under 28 49 28 25 16 
$76,000- $200,000 48 45 55 53 38 
$201,000 and over 24 6 17 22 46 


Median Coverage * $112,000 $77 ,000 $96 ,000 $119,000 $163 ,000 


* Median Coverage computed from the original detailed data. 
Source: Science Research Associates, Chicago, Illinois 





Chicago's downtown skyline (above) now displays its latest 
addition, Prudential's office building on the left, topped by 


324400t TV tower and antenna 


Newest Neighbor Settles 


HE City of Chicago has liter- 
ally taken to the air—at least as 
far as construction is concerned. 
The new Prudential Building on 
tandolph Street and Michigan 
Avenue in the downtown business 
district is one example of the 
trend in skyscrapers in the Mid- 
Most inter- 
esting feature of the construction 


West’s leading city 


is the fact that the structure will 


stand on “air rights.” 

Chicago, as the world’s greatest 
railroad center, has an abundance 
of air rights above the tracks 
a fact in which Prudential was 
particularly interested in negoti- 
ating for the “air” over the Illi- 
nois Central Railroad tracks. 

The birth of the new skyscraper 
actually began in 1946 when Car- 
rol M. Shanks was elected to the 
presidency of the Prudential In- 


“ 


28 


surance Company of America. Mr. 
Shanks was convinced that the 
company must decentralize in or- 
der to better serve its millions 
of policyholders. This conviction 
evolved into a plan of decentrali- 
zation which called for a regional 
home office in Chicago. 


Locating a Site 


In October, 1949, L. J. Sheridan 
& Company, a Chicago realty firm, 
was commissioned to locate a suit- 
able site for this purpose—and 
Mr. Sheridan immediately sug- 
Illinois 
rights property. The use of air 
rights over railroads was not a 
revolutionary idea to Chicago 
realtors and the site over the IIli- 
nois Central at Randolph Street 


gested the Central air 


had been previously considered. 


But in the earlier attempts the 
myriad problems involved had dis- 
How- 
Brennan, Chicago 


couraged other builders. 
ever, James J. 
resident attorney, as a delegate of 
Prudential, and Mr. Sheridan, rep- 
resenting his company, set out 
with grim-faced optimism to sur- 
mount the obstacles 

The first step was the actual 
purchase of the property. Com- 


plications arose almost immedi- 
ately when it was discovered that 
the Illinois Central owned only 
one-third of the property in ques- 
tion and that another railroad, the 
Michigan-Central, owned the re- 
mainder 
asked to enter into negotiations 
for the purchase of the property 
and was understandably reluctant 


The Illinois Central was 


to do so because previous attempts 
to purchase air rights had result- 
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The Prudential's Mid-America Home 
Office opens this month its new Chi- 


cago skyscraper, built on air (almost). 


in Chicago 


ed in time consuming and expensive failures 

This reluctance increased when Mr. Sheridan 
revealed that the purchaser of the property must 
remain anonymous for the time being, and the 
Prudential attorney was to be known only as 
“Mr. Jim.” This “cloak and dagger’ secrecy 
was necessary because the officers of Prudential 
realized that real estate prices in Chicago would 
soar if realtors knew that a large, substantial 
company was interested in purchasing property 

Negotiations, which began in 1949, continued 
for 18 grueling months, and it was not until 
March 1, 1951, that the sale of the air rights 
and the plan to build a skyscraper were publicly 
announced 


Grueling Months 


The legal titles to the sections, plots and air 
rights are regarded as almost a classic in Ameri 
can law circles. One of the first legal problems 
that arose was the question of which particular 
legal vehicle was to be used to convey the actual 
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Viewed from Grant Park this summer, Prudential’s 41-story office build 
ing still had scaffolding Missing is company name now on penthouse 


titles of the land and rights that Prudential had pur 
chased. The arrangement finally agreed upon was known 
as the “Chicago Method,” a system of sub-dividing the 
alr space in both vertical and horizontal sections—500 
of them. This enabled the Prudential to not only own 
the air which the building property would occupy but 
also the exact 187 sections of the earth into which the 


Continued on page 78 


Below is site of Prudential building before construction began. Shaded 
area shows where structure stands, covering numerous railroad tracks 








Analyzing Your Agency 


Selecting the manager for a life agency 
is always a problem for the home office of 
any life company. By comparing a group 
of successful managers with a similar 
group who were less successful, the au- 
thors of this article have indicated cer- 
tain personal differences that may help 
companies to choose heads of agencies. 





TABLE I 


Group A Group C 


*Average Insurance in Force on Date of Becoming 
Agency Manager , 

Average Number of Years of Tenure as Agency 
Manager are 

‘Average Insurance in Force 1950 er were, 

*Average Gain Per Year 4.79 

Insurance in Force 1952 .. 93.66 

PS BUONO ov ce see oesscercekdteres ne 5.33 

Year Average Percentage Production to City Pro- 
duction . a c+ van 

Percentage of Agent Turnover . 22.00 

"In millions of dollars 


14.31 


9.25 


TABLE I 


Agency Insur- Average Gain 


12.96 


6.38 
16.84 
-70 
18.52 
87 


3.62 


40.00 


ance In Force Average Gain Per Year Dur- Total Insur- 
On Date Of Per Year to ing 1951 and ance In Force 


Appointment 1950 1952 —1952 


A C A 


ob 5.3 ‘ 5. of 145.1 

a 1.9 ’ of ° ° 12.1 

2.8 8.9 ° o 2. ° 82.8 

A 10.8 R ‘ ‘ e 93.6 

TOTAL 13.7 = 21.9 
AVERAGE 3.4 5.5 


363.6 





HE selection of a new agency 
manager, particularly for an im- 
portant territory, is one of the 
most difficult assignments faced 
by life insurance companies. Most 
companies in the past have been 
making such selections by hit-or- 
miss methods. Not having depend- 
able data about what makes one 
agency manager an outstanding 
success in his job and another a 
failure, they have been forced to 
rely pretty largely on intuition or 
“feel” in sizing up men who are 
under consideration. 

This report describes what we 
found when our firm was retained 
by one life company to try to pin 
down what, if any, background 
factors distinguish the successful 
from the unsuccessful agency 
manager. It was felt that if these 
factors could be distinguished and 
differences were significant, the 
company would be better equipped 
to select managers who would be 
most likely to make gogd. 

Let’s look first at the common 
methods of selection. The most 
often used is the interview con 
ducted by various members of the 
agency staff individually. The in- 
terviewers probe for information 
within their own specialized areas. 
For example, the agency finance 
representative concentrates on de- 
termining how the prospective 
manager is going to handle the 
area of finance, what he knows 
about it, and his attitudes toward 
finance. 

The individual staff members 
make their evaluations and then 
have a group discussion in an at- 
tempt to get a full picture of the 
man and his qualifications. In ad- 
dition, one, two, or possibly all of 
the individual interviewers probe 
and evaluate the prospect’s back- 
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Manager 


ground as a possible indicator of 
his potential for the managerial 
job. 

Another supplementary method 
is the use of psychological ap- 
praisals to provide the selectors 
with objective data ag to the 
prospect’s mental capacities, emo- 
tional make-up, direction of mo- 
tivation and over-all administra- 
tive potential. 

The problem arises when the in- 
formation gained 
methods is to be evaluated and in- 
What is the 


cance of the data collected when 


through these 


terpreted. signifi- 
the time comes to apply it against 
the critical question of “Will the 
prospect make a successful man- 
ager?” This is the crux of the 
problem. 

Our findings come from a study 
of 4] 


method used was to analyze the 


agency managers. The 
background of the managers as 
of the time of their appointment 
to the position of an agency man- 
ager. This was done through a 
comprehensive analysis of rec- 
ords, interviews and a question 
naire. 

There were five steps in the in- 
First we had the 


home office agency people separ 


vestigation. 
ate the agency managers into 
three groups; i.e., “A” group: The 
very successful; “B” group: The 
satisfactory; and, “C” group: The 
Then we checked 
the placing of the managers in 
do the facts and 
figures on actual performance and 


unsatisfactory. 
the three groups: 


knowledge about these men con- 
firm the classification that was 
made in the home office? 

That done, we collected back- 
ground data on the agency man- 
agers as of the time of their ap- 
pointment to the position: The 
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last two steps were analysis of 
the data, and the making of ten- 
tative conclusions. 

Agency departments have vari- 
ous methods of evaluating general 
agents or managers, usually cov 
ering the areas of production; 
number of agents recruited, 
trained or under full time con- 
tract; the performance of agents 
as to production, handling of fi 
nances, use of home office agency 
facilities and percentage of pro- 
other 


duction to locality; plus 


factors considered important by 


the company. 
After the groups we were study 


ing had been divided into the 


satisfactory A average B 


and unsatisfactory ( groups 
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the average group was eliminated 
from further analysis. The re- 
maining groups were then con 
sidered to be clearly separated as 
to high and low, with a distinct 
gap between 

In the second step, A and ( 
groups were compared as to per- 
formance. The following figure 
cover 15 men in Group A and 15 
in Group C 
Table I clearly in 


dicates that there is a significant 


Analysis of 


difference between the two groups 
and they serve our purpose of in 
vestigating for possible differ 
ence 

At first glance the difference in 
performance might be thought to 
be partially due to the fact that 
the A group began with agencies 
that were considerably large! 
than C group as determined by 
the “Average Insurance in Force 
on Date of Becoming 
Analysis of the basic 


data reveals an interesting com 


Agency 


Manager.’ 


parison that disputes this assump 


tion Taking the four smallest 
agencies in each group with the 
smallest insurance in-force totals, 
the figures are shown in Table Il 

This table shows that the four 
agency managers in A group who 
began with smaller agencies de 
veloped their business to $363.6 
$13.7 million, op 


million from 


posed to the C group developing 
to $37.6 from $21.9 million his 
data clearly indicates the vital 
need for a means of making good 
selection of agency managers 
since a good manager can fune 
tion at 10 times the effectiveness 
of a poor one. Therefore, the size 
of the agency taken over need not 
necessarily be considered as a 
positive indicator of success 

The next area investigated for 
the full group was the age of the 
individual at the time of appoint 
ment as agency manager; the 
number of years that were spent 
as an agent; and the number of 
vears working in supervisory jobs 


by the two groups 


TABLE Ill 

Group A Group C 
Number of years 
as agents 1.8 3.8 
Number of years 
as supervisors 13.2 8.2 
Age at appoint- 
ment to Agency 
Managers . 42.1 10.0 


The differences in the numbe 
of years as agent and in the age 
at appointment to agency manager 


do not appear significant. The 


more successful group, however, 
pent more time in supervisory 
positions than the unsuccessful 
yroup and moved into these uper 
visory jobs earlier in their ca 

At least nine othe 


vere Inve tivated 


area 
concentrating 
on backyvround data of the two 
groups. The information given in 
these nine areas and the compari 
sons made are based as of the 
time the individual became an 
agency manager to provide infor 
mation that may be meaningful 
to those selecting an agency man 


ager 


1. Children and other depen- 
dents. 


Continued on page 56 





Results Confirm Success 


of POLIO VACCIN 


Latest U. S. Public Health Service figures prove that 


Salk vaccine has been effective this year in lower- 


ing attack rate for groups of innoculated children. 


OLIO has not yet been com- 
pletely conquered, but 1955 will go 
down as the year that took the 
first steps toward its elimination. 
Total United 
States this year will probably be 
only slightly below the average for 
other years. Official figures show, 
however, that the Salk vaccine has 
reduced the number of 


polio cases in the 


definitely 
paralytic polio cases among seven 
and eight-year-old youngsters. 

Early last month, Marion B. Fol- 
som, U. 8S. Secretary for Health 
Education and Welfare, summed up 
the latest results on the effective 
ness of the Salk vaccine. ‘Already 
we have preliminary reports from 
eleven states covering almost five 
million children,” he stated. “The 
scientists say these reports indi- 
cate the rate of paralytic polio was 
reduced about 75 per cent among 
vaccinated children, as compared 
with unvaccinated children in the 
same age groups.” 


For Underwriter 


Later in the month, more details 
on these results were released, de- 
tails which are probably the first 
definite figures that can serve as 
guides to underwriters. Dr. Alex- 
ander D. Langmuir of the Public 
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Health Service’s Communicable Dis- 
ease Center told the American Pub- 
lic Health Association, ‘A sharp re- 
duction in paralytic attack rates in 
seven and eight-year-old children 
has been observed, in comparison to 
the expected rates based on past 
experience. This finding consti- 
tutes an independent confirmation 
of the effectiveness of the vaccine 
as used this year.” 

The problems which arose from 
a few batches of the vaccine earlier 
this year have been overcome, and 
Dr. Langmuir could report, “No 
evidence has come to light that 
tends to incriminate any lot of vac- 
cine of any manufacturer that has 
been released and used since the 
new safety standards were 
adopted.” 

With the safety of the vaccine 
assured, the program 
has been expanded this fall. The 
Public Health Service has released 
over 25 million ce’s of the vaccine 
this year, which would be enough 
for two inoculations for more than 
12 million children. Included in 
this figure are at least 6.5 million 
first and second-grade school chil- 
dren who vaccine 
from the National Foundation of 
Infantile Paralysis. 

The full effects of this year’s pro- 


inoculation 


received free 


gram, however, cannot be appraised 
until after next year’s polio season. 
Still the figures released by Dr. 
Langmuir confirm the vaccine’s ef- 
fectiveness that was indicated by 
the large scale inoculations in 1954. 
Here is a portion of his report 
along with one of his charts and 
some of the figures he has de- 


veloped. 


Special Studies 


“Special studies of varying de- 
gree of detail are in progress in 
approximately 20 states. In some 
of these, the groups inoculated dur- 
ing the 1954 Field Trials remain 
under observation and are large 
enough to give promise of some 
evaluation of the duration of im- 
munity and the effectiveness of 
booster inoculations. Preliminary 
reports have been received from 1] 
states and one city. 

“The preliminary report from 
New York State, submitted by Dr. 
William G. Beadenkopf, illustrates 
simple pattern of 
these special studies. Four distinct 
groups children, 
totaling almost 450,000, are under 
observation, along with a group of 
282,000 unvaccinated children. At- 
tack rates for paralytic cases are 


the basically 


of immunized 
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POLIOMYELITIS AGE-SPECIFIC ATTACK RATES 
IN 1955 (33 States) and 1952 (21 States) 


Beha: 
2 6 


AE 


0 


7 


(1955 DATA PRELIMINARY, 
JULY 3 - OCTOBER 14) 


a 
8 


1952 RATES PER 100,000 (NOTE DIFFERENT SCALES) 


2: 3 


AGE IN YEARS 


CDC ATLANTA, GA 


1.0 per 100,000 for the total inocu- 
lated group and 20.9 for the unin 
children making a ratio 
of greater than 5 to 1 in favor of 
Attack rates for non- 
paralytic cases are 28.5 among vac- 
cinated children 39.4 among 
the unvaccinated, the ratio of these 


oculated 
the vaccine. 
and 


two rates being somewhat less than 
3 to 2 in favor of the vaccine. 
“Distinctions in attack rates for 
either paralytic or non-paralytic 
cases among the 
groups of vaccinated children are 


four separate 


not evident. The absence of para- 
lytic cases from the small group of 
children inoculated in 1954 and 


December 1955 


1955 is 


statistically 


interesting but 
When 


final data are available giving more 


boosted In 
not significant. 
accurate classification of parfalytic 


cases and laboratory confirmation 


or exclusion of the cases now classi 


fied as non-paralytic, considérable 
differences in the rates may be an 
ticipated, although it seems doubt- 
ful that the 5 to 1 difference in in 
cidence of paralytic cases among 
vaccinated children will be nullified 

“Table ] 


summary of 


page 50) presents a 


preliminary reports 
of special studies that have been 
submitted from 14 states and New 
York City. The size of the study 


FIGURE | (at left) graphs polio attack 
rate by age groups. Sharp drop in top 
graph for 1955 rate in 7 and 8-year-olds 
is attributed to effect of Salk vaccine. 


the number of 
cases by paralytic status are shown 
for These data 
used to attack rates as 
50). There 
the 


populations and 


each state. were 
calculate 
shown in Table 2 (page 
is marked difference between 
attack the 


unvaccinated groups 


vaccinated 
For 


rates for 
and 
paralytic cases, the rates are from 
two to more than five times great- 
er in the unvaccinated than in the 
For the 


differences 


vaccinated groups non- 


paralytic cases, no 
were observed in some states and 


rates up to two or more times 


greater in others 


Evaluating Vaccine 


“In evaluating these preliminary 
reports possible sources of 


error must be kept in mind such as 


many 
the and completeness of 
the history of 
teria for classification of paralytic 
the the 
population estimates. In some areas 
outbreaks of diseases that clinically 


have 


accuracy 
vaccination, the cri- 
accuracy of 


tatus, and 


non-paralytic polio 


Another problem 


resemble 
been prevalent. 
arises in classifying cases of polio 
shortly after 


immunity 


developing inocula- 


tion and before can be 
expected to have developed. These 
factors of bias must be 
considered When 


are available many differences from 


and other 


final reports 


preliminary figures may be 
expected. At present it is difficult 
to judge whether these factors of 
mini 


these 


bias serve to exaggerate or 
mize the effect of the vaccine 

“Because of these unassessed 
factors of bias a search was made 
for some independent confirmation 
these 


Distribution 


results of special 
The Age 
Study was 


Since it 


of the 

studies 

Analysis 
this 
that 
for 
tively continuous distribution curve 
of poliomyelitis vac 


designed for 


purpose. was known 
rates 


the age-specific attack 
poliomyelitis followed a rela- 
since use 
cine had 
solely to Ist and 2nd grade children 
representing and 8 
olds, a discontinuity should appear 


ind 


been restricted almost 


mostly 7 year 


Continued on page 50 
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Recent Study on Life Reinsurance 


HE tremendous growth which 
has taken place in the life insur- 
ance business over the past several 
years has brought with it a similar 
growth in the necessary service of 
reinsurance. One might well ask 
“What is it?” “Why is it neces- 
ary?” “What does it accomplish 
and how does it work?” The follow- 
ing comments will be non-techni- 
cal in so far as possible, and will be 
pointed toward a discussion of re- 
insurance service 

The principle of insurance as a 
risk-spreading device was practiced 
in ancient times, but it has taken 
the modern world, with its multi- 
plicity of hazards, to bring this ser- 
vice to its present stage of develop- 
ment. Two technical factors, (1) 
statistical 
knowledge put to use through appli 


the accumulation of 


cation of actuarial principles, and 

2) the risk-spreading capacity of 
reinsurance, have in very large 
measure made possible the present 
extensive development of insurance 
as we knovy it. 


New Company Growth 


With an expanding economy, an 
upsurge of new company develop- 
ment, and an increase in public 
awareness of the value of insur- 
ance, reinsurance has operated as a 
catalyst in giving substantive form 
to the dreams and ambitions of 
countless companies, for reinsur- 
ance is in itself merely an exten- 
sion of the insurance principle ap- 
plicable to individuals, to the com- 
panies which shoulder the risk 
given up by individuals. This de- 
vice is the only means by which a 
small, new company can compete 
effectively in the market place with 
its larger and better established 
brothers — otherwise a company 
would be limited in its issue to the 
amount it is willing to retain for 
its own risk and the agent would 
be forced to use the medium of 
brokerage to get coverage for the 
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From his paper at the Conference of Actuaries 


in Public Practice, the author presents this 


new outline of what reinsurance means for 


the present growth of life insurance. 


By JOHN T. ROHM 
Vice President 
American United Life Insurance Company 


lines he could write in excess of his 
company’s retention limit. Reinsur- 
ance is actually based on the con 
cept of the insuring company bring- 
ing the reinsurer into partnership 
for the sole purpose of thereby 
being able to write more and better 
business. 

The need for reinsurance is po- 
tentially present in every type of 
insurance operation, and is limited 
only by the rvsources of the insurer 
and the character of the risk as- 
sumed. In the business of life in- 
surance, these two factors, while 


the principal ones, are also modified 
by at least one other. This addi- 
tional factor might be termed home 
office underwriting capacity the 
ability of the insuring company to 
classify its risks so as to produce 
a loss experience at predetermined 
levels consistent with the premiums 
charged. 

Every company engaging in the 
insurance business exposes itself 
to the risk of loss. In the very na- 
ture of the business it is incumbent 
on such a company to carry as 

Continued on page 47 
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“never made a. head er 


No one knows better than we do that “know-how” comes from doing 
things . . . from learning a little more from each job done . . . from being 
willing to look into new opportunities for additional service. 

In the same forward-looking spirit that has always been characteristic 
of Chubb & Son Companies, we are carrying on the tradition of 
service and enterprise that has been responsible for our continued 


growth and our ability to serve the Leaders of American Industry. 
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FOUR WEEKS' 


RECORD OF 


IMPORTANT 





Oct. 17-—For the first time in five 
years, the nation’s fire losses 
decreased in 1954, according to the 
National Fire Protection Associa- 
tion, Estimated losses in that year 
amounted to $1,016,915,000, about 
$5 million less than in 1953. 
The 1954 direct dollar loss total 
resulted from 1,993,300 fires of all 
types during the year. 


Oct. 17 — Competition for “vari- 

able annuity” money wil! not 
be merely among insurance com- 
panies. Security dealers have 
been outspoken in their demands 
for some voice in the sale of such 
contracts. 

A committee of the National As- 
sociation of Securities Dealers de 
manded: 

that “suitable regulation” of 
variable annuity contract be taken 
over by the Federal Securities and 
Exchange Commission, including 
recognition of this contract as a 
security and licensing life insur- 
ance salesmen as securities saales- 
men; 
legisla- 
should be presented to Con- 


that “proper enabling 
tion” 
gress in case the SEC has no juris- 
diction over these contracts, and 

that individual members act “to 
prevent enabling legislation in 
their states until such time as the 


Federal government acts.” 


Tax Break Granted 
To London Lloyds 


Oct, 26—Our east coast floods and 

hurricanes have caused tax 
trouble in London, England. 
Lloyd's underwriters got special 
concessions because of the 
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amounts they had to pay out on 
recent disasters in the United 
States. 

THE SPECTATOR’S London corre- 
pondent reports the following 
tatement made in Parliament by 
Mr. Henry Brooke, Financial Sec- 
retary to the Treasury, in an- 


nouncing supplementary Budget 
changes: 

“The United States has suffered 
tragically from hurricanes in the 
last year or so. This has thrown 


heavy liabilities on the London 
insurance market, and the Chan- 
cellor became aware that Lloyd’s 
underwriters were realising that 
they would have to restrict their 
commitments in America unless 
they could find some means of in- 
creasing their covering reserves. 

“Something clearly had to be 
done because in the national in- 
London 


terest we want to see 


writing more business overseas, 
In the long run this business is 
profitable and brings in dollars 
That is why we are proposing to 
raise the 35 per cent limit to 50 
per cent and the £5,000 to £7,000 

“It is because of this urgency 
for maintaining and, | hope, ex 
panding dollar earnings, that this 
clause cannot wait until next 
Budget. The cost to the 
£500,000 a year, but 


that will diminish as the unpaid 


” 
year’s 


revenue is 


surtax becomes payable later on. 
Its dollar earning effect is well 
worth the temporary loss of rey 
enue.” 

Lloyd’s underwriters, we under- 
stand, have been allowed for at 
least five years to put into special 
reserves a certain percentage of 
profit, making that portion sub- 


ject to income tax but not to sur 


tax. This present proposal in 


Parliament would apparently ex- 


empt only from the surtax a 


larger part of Lloyd’s funds. 


NYFIRO vs Allstate 
Appealed Twice 
Nov. 1—Both NYFIRO and All- 

state have filed appeals from 
the decision by New York Insur 
ance Superintendent Leffert Holz 
to allow Allstate to sell dwelling 
fire policies at 15 per cent below 
regular rates. 

Superintendent Holz issued his 
decision July 1 after New York 
Fire Insurance Rating Organiza- 
tion had objected to an earlier 
Allstate Insurance Company filing 
with rates 20 per cent below 
dwelling fire rates. 

In their appeals to the Appel 
late Division of New York’s Su 
preme Court, the two parties con 
tend: 

(NYFIRO) that 
policies in the 


Allstate is is 
suing dwelling 
house class at “inadequate rates” 
and is entitled to no rate reduc- 
tion based on its experience in 
fire insurance; 

(Allstate) that “we can write 
residential fire insurance in New 
York at this greater saving for 
fair- 
ness to our policyholders we must 

. seek rates in accordance with 


our policyholders” and “in 


those granted in a prior approval 
by the New York department of 


insurance.” 


Nov. 3—More than 2,000,000 
World War II veterans now 
have converted their GI five-year 
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term policies to permanent plans 
of GI insurance. 

Veterans Administration § an- 
nounced that the total number of 
five-year term National Service 
Life Insurance policies converted 
to date is 2,124,038, amounting to 
$10.1 billion. 

Of the permanent type policies, 
VA said, 20-pay life is the most 
popular with 966,559 policies, 
amounting to $4.1 billion. 

Ordinary life is the second most 
popular with 402,622 policies, 
amounting to $2.3 billion. 

The others, in the order of their 
popularity according to VA, are 
30-pay life, 395,445 policies 
amounting to $2.0 billion; 20-year 
endowment, 148,417 policies, $531 
million; endowment at age 60, 90,- 
242 policies, $487 million, and en- 
dowment at age 65, 52,907 poli- 
cies, $310 million. 

VA said there still are %,552,- 
472 convertible term NSLI poli- 
cies in force, amounting to $27.4 
billion. 


Nov. 7—The Indiana Insurance 
Department tightened its su- 
pervision of licensing life and ac- 
cident and sickness agents through 
a special bulletin issued by Com- 
missioner William J. Davey. 

The bulletin pointed out in par- 
ticular that agents selling credit 
insurance must abide by the same 
regulations that apply to other 
agents. All applicants for life 
licenses must give evidence of 
completing an approved course of 
training or take a written exami- 
nation administered by the depart- 

Continued on page 38 
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LIAMA GROUP: Frank F. Weidenborner (above, second from left), Guardian 
Lite, recently elected to LIAMA's Board of Directors, meets with (left to right) 
R. R. Massey, John Hancock, C. H. Heyl, Bankers of Nebraska and LIAMA board 
member, and F. M. Peirce, assistant to LIAMA’s managing director. 





MUTUAL PRESIDENTS: (left to right) John L. Train, Utica Mutual and Mutual 
Casualty Ass'n; John A. Buxton, American Mutual Alliance and board chairman 
Federated Mutual Implement and Hardware; John R. Kitch, Security Mutual 
Casualty and Automotive Mutual Ass'n; and Gary H. Kamper, Badger Mutual and 
Mutual Fire Federation. 
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STEEL BUILDING: Commercial Travelers of Salt Lake City will build new six-story 
home office (drawing above) using "skin type” construction with buff porcelainized 
steel plates as the exterior walls around a steel frame 


37 





Daily Reports 


Centinued from page 37 


ment. Licenses for selling accident 

and sickness insurance are grant 

ed only on written examination by 

the department. 

Nov. 9—Twenty thousand pieces 
of legislation have been ex 

amined this year by the law de- 


partment of the Association of 


ith ad 








to sell profitable surety bonds 
with the “simp.irien” 
Peerless’ exclusive 

method of 

handling bonds 

that cuts all the 

red tape! And for 

a sure-fire way to 

sell more insurance 

to present accounts and 

new prosper ts, there's also 

the unique Peerless “oncanizer” 
for Fire, Casualty and Bonding 


protection. The Peerless selling aids 


are effective because they leave 
nothing to chance . . . nothing to 
memory, Write for all the 
details today! 


Casualty and Surety Companies, 
tay Murphy, general counsel, an- 
nounced in issuing the report from 
that department. 

Calling this “the heaviest legis 
lative year on record,” he said the 
taff followed closely “well over 
9,000 measures, distributing 2,782 
‘bill’ memoranda and 1,518 ‘now 
law’ memoranda to our member- 
ship.” 

The report showed that “com- 
pulsory” auto insurance bills had 


PEERLESS 


Casually & Company 


rrr errs 


HAMPSHIRE 


been introduced in 20 states and 
all so far have failed to be en- 
acted. Numerous bills to limit or 
eliminate the right to cancel acci- 
dent and sickness policies were 
introduced and failed to pass, ex- 
cept in North Carolina where a 
new law makes accident and sick- 
ness policies non-cancellable ex- 
cept after certain prescribed no- 
tice. 

Laws concerning licensing alien 
government-owned insurers were 
also considered. Montana has li- 
censed the Saskatchewan Fidelity 
and Guaranty Company, which is 
owned by the Finance Officer of 
the Canadian Province of Sas- 
katchewan. North Dakota passed 
a law preventing the licensing of 
that company in the state, and now 
eight 
laws. 


other states have similar 


lA Grants 

286 Certificates 
Nov. Institute of 
certifi- 


10—Insurance 
America issued 286 
cates this year to persons who 


successfully completed all three 
parts of the IIA examination on 
Only 


six persons received the IIA cer- 


fire and casualty insurance. 


tificate in 1953, the first year these 
examinations were held. In 1954, 
IIA certificate went to 111 suc 
cessful candidates. 

Number of 


across the country has also risen 


examining centers 
from 19 in 1953 to 76 locations in 
29 states this year. 

At the 47th annual IIA confer- 
ence in New York, President Wal- 
ter Falk 
Prizes for the most distinguished 


awarded the Hardy 
graduate to two winners—Donald 
P. Pipino of Youngstown, Ohio, 
and Don E. Flath of Erie, Pa. 
Dr. Harry J 
vice president of the Institute, 
told the New 
York State Insurance Department 
has approved as a guide for study 
on the NY Agents’ and Brokers’ 
Examination a 


Loman, executive 


meeting that the 


syllabus almost 


identical with the one used for 
ITA’s 
gram. 

Also at the meeting W. Irving 
Plitt, vice president of the At- 
lantic Mutual 
elected to fill a vacancy on the 
I1A’s Board of Governors. 


national educational pro 


companies, was 
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Nov. 11—Lower life premium 
rates for women continue to 
ve tested by the companies. 

Earlier this year (July SPEC- 
TATOR), North American Reassur- 
ance released a revised rate sched- 
ule that allowed standard female 
risks the same charges that ap 
plied to standard male risks three 
years younger. 

This month, Phoenix Mutual 
Life has announced the same ar- 
rangement for women under the 
terms of the company’s new Ma- 
jor Protective policy. This means 
that, for that $25,000 minimum 
policy, a woman of 35 would pay 
the lower premium rate of a man 
of 32. This is a whole life plan 
to which may be applied all stand- 
ard benefits and options. 


Mortgages Lead 
Canadian Investments 


Nov. 12—Mortygage loans took first 

place in investment transac- 
tions of Canadian life companies 
during the first six months of 
1955. A survey of transactions of 
companies representing about 80 
per cent of the total life insur- 
ance premium income in Canada 
showed that mortgages acquired 
increased by 33 per cent over 
the corresponding period of 1954. 
After deducting repayments on 
mortgages, the net increase in 
mortgage holdings in the six 
months was $107 millions, bring- 
ing the aggregate for these com- 
panies to $1,482 millions at 
June 30. 

Holdings of provincial bonds in- 
creased by $7 million in the six- 
month period, bringing the total 
to $274 millions while municipal 
bonds rose by $8 millions to $258 
millions. Corporate securities in- 
creased by $32 millions to a total 
of $1,295 million by June 30. 

Lillian Millar 


Nov. 17—Details and settlement of 

a $24 million marine World 
War II loss were described by 
Clarence G. Morse, U. S. Maritime 
Administrator and chairman of 
the Federal Maritime Board, in 

















Busy, busy, isy! That A girl hardly 

has time to powder her no: } lays, and 

neither has Mr L Oh lon't mean that, 

do I? he ( > i s that that new 

PLM Homeowner's Policy has us both on the hop 
a pun or something, isn't it 

' 


Homeowner Policy. Well, whatever 


‘re doing business with that new 


Homeowner Policy of PLM's, and I don't mean 
maybe. Considering all the hazards it covers, 
and the fact that a policyholder makes a double 
saving—20% lower initial cost and, 

that, PLM's : lividend—well, Oo wonde! 

SO popular 

insurance pi 


only we gals know 











HOW ABOUT YOU, MR. LOCAL AGENT? 


Why not get in touch with us for all the facts on the 
new PLM Homeowner’s Policy? You'll find it unusualls 
liberal in the coverages it includes — and the savings 
it offers making it exceptionally attractive to pros 
pects. PLM has much to offer your office. Write us 


about representation 


Pennsylvania Lumbermens | 
of the American Institute of Me- Mutual Insurance Company \ 


his address for the annual dinner 


rine Underwriters. 
The loss was caused by the col- 
Continued on page 40 
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lision of the vessel J. Pinckney 
Henderson with the tanker J. H. 
Senior in a convoy off Halifax on 
August 18, 1943. Gasoline from the 
tanker caught fire and caused the 
total loss of both ships and their 
crews. Then because of poor visi- 
bility fifteen other ships in the 


convoy collided with each other 


before the confusion ended. 

“The J. H. Senior was insured 
by the United States against war 
risks,” Mr. Morse reported, “the 
ship’s owner being self-insurer as 
to marine risks. The total amount 
of the collisions and death or per- 
injury claims against the 
Maritime Administration was $24 
million and the loss and damages 


sonal 


to the vessels and cargoes owned 
by the Maritime Administration 
were between $10 million and $15 
million.” 

Many legal questions on extent 


‘Their fast service pays off”’ 


pome of sale help ha been very useful 


says James F. Harms (right) of Bagley 


Brothers Insurance Agency, Peoria 
shown here with Louis S. Terhune, C.L.U 
Brokerage Manager of Prudential’s 


Central Hlinois Agency in Peoria 


“I've found Prudential’s Brokerage 
Service to be consistently prompt 


and comple te 


“Their proposals for all coverages have 


been especially effective, and their 


In the two years that I've been 
issociated with Prudential as a broker, 
I've been able to give expert advice 
and service to my clients without 
taking time away from my general 


insurance activities 


“Incidentally, even with all of 
Prudential’s prompt assistance I still 


pet the fu// commission!” 
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TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. 


¥ more about Prudential’s BROKERAGE SERVICE and how it will 
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of war risk liability, cross liabili- 
ties, and limitation of liability 
were involved, but Mr. Morse 
said that the entire case had been 
finally and amicably settled out of 
court. 


Rate discounts on auto 
indi- 


Nov. 23 
liability 
viduals owning two or more non- 


coverage for 


business private passenger cars 


This 
change applies only for vehicles 


have been announced. 


with no operators under 25 and 


with two or more cars insured 
under one policy. 
liability rate 


rated of two 


Relevant Clauss 1 
applies to highest 
or more autos owned by one per- 
son or husband and wife living in 
same household. Each additional 
car is then subject to applicable 
Class 1 liability rate reduced by 


25 per cent 


AIU HONORS German visitors. (Below) 
From left, G. W. Lutton, AIU Chicago; 
H. H. Koch, head of German Ins. buyers 
group; H. E. G. Pinckernelle, German indus- 
trial leader; and T. M. Ringdahl, with AIU 
in Northern Europe. 


———— 
Nov. 24—A call for revisions in 

the personal inland marine 
insurance market was made in an 
article in “Points and Viewpoints.” 
house organ of the Jaffe Agency 
of New York City. Citing bad and 
unprofitable experience in this 
class of business, the article called 
for: review of the whole rating 
structure, elimination of small de- 
ductibles, making available higher 
PPF deductibles, and a study of 
recent experience trends by terri- 
tory and size of risk. 


Nov. 24—Two multi-million dollar 


policies on individual lives 
have been reported this month. 
First, New York Life announced 
that’ it had issued a “key-man” 
business insurance policy for 
$2,100,000 on the president of a 
manufacturing Yearly 
premium comes to approximately 


$61,000. 


company. 
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Later Occidental Life of Cali- 
fornia announced that it had is- 


sued $3,010,390 in insurance on ae 
j j ivi ry PERTY INSURANCE S¢¢ @ HOMETOWN A 
the life of a single individual. PROPE 


Nov. 29—Newspaper advertising the bill came to $2, 042 803, 288 


ins ce companies and 
by insurance p ‘Gem tna Ona dollars) 


agents continues we or paid by THE HOME 


year at an accelerated 


cording to the Bureau of Adver- HOW 


tising, American Newspaper Pub- 


lishers Association. 
inage fi led for THE 


Linage figures compiled for the 











first nine months of the year, said 
the Bureau, indicate a jump of BIG 
24.3 per cent over the same period 
last year. “And these gains,” the 
Bureau added, “are occurring in 
virtually all insurance fields, not PAY OUT 
only life insurance, but also 
health and accident, casualty, HELPS 
automobile and others.” 
The 24.3 per cent gain covers 
a list of 228 newspapers in 110 CONVINCE 
Media Records “Blue Book” cities, CE 
as measured by Media Records, collect, you realize the value of 
Inc., for the Bureau of Advertis- YOUR ee ; 
have made this d 


ing. Actual linage counts in these “< very about The Home Insurance Company 


sugh the burnin: 
’ 7 4] nd other disasters 


Pe meowner essmen, farmers 


newspapers for the first three- | Tap Meme hex neia.t ' 


cunstein ete 11,888,565, in 1955, | PROSPECTS The vale of the services of The Mame ex Pha atest 


measured b : 
assured by the e’ two billion dollars 


and 9,567,090 last year. poid out in losses cis 


c Wore ? t 

Equally important have been the human devoted and skilled 
services of the agents of The Home Without them 
this record could never have been attained 


And In The Future For your protection, it's wise to sao paws oun flame cnnat 


Dec. 8—Self-Insurers Association, 4ist an- 
nual meeting, The Biltmore, New York, 
N. Y. 
ORGANIZED 1853 


Dec. 12-13—Association of Life Insurance 
Counsel, winter meeting, Waldorf-Astoria 
New York, N. Y. 

Dec. |3—lInstitute of Life Insurance, !7th HOME | Home Office: 59 Maiden Lane, New York 8, N. Y 
annual meeting, Waldorf-Astoria, New AA FIRE AUTOMOBILE ; pte 
York, N. Y. The Home Indemnity Company, an affiliate, writes 

Dec. 14-15—Life Insurance Association of Casualty Inwrance, Fidelity and Surety Bonds 
America, 49th annual meeting, Waldorf A stock company represented by over 40,000 local agents and brokers 
Astoria, New York, N. Y 

Dec. 16-—Association of Casualty Accoun- 
tants and Statisticians, annual meeting 
Hotel Statler, New York, N. Y 

Dec. 28-29—American Association of Uni- 
versity Teachers of Insurance, 20th an- 
nual meeting, Hotel Roosevelt, New York 
N.Y 

Jan. 9-13—Home Office Management semi 
nar, Institute of Insurance Marketing, 
ev promeeit Uaeriy,  Come that most interests the policyholder— 

Jan. 31, 1956—Final date for submitting , a oe ee 
applications for National Quality Awards prompt and fair claim settlement. 
co-sponsored by LIAMA and NALU. One of the most powerful sales 

Feb. 7-8-9—Educational seminar co-spon- 
sored by Bureau of A&H Underwriters factors you have working for you 
and H&A Underwriters Conference, The : 

Biltmore, New York, N. Y. is the prospect’s knowledge that 

Feb. 27-29—Annual electronics conference 
of American Management Association, you render the same skilled service 
Hotel Commodore, New York, N. Y. 

March 12-14—Agency Management Con after a loss as you do in the 
ference of LIAMA, Edgewater Beach Mere ; 

Hotel, Chicago, il. original selling. 

April 3—Chicago's !ith annual Insurance 
Day, Palmer House Hotel, Chicago, Ill. 

June 6-8—CLU examinations. 
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The Home Insurance Company’s 
new advertisement dramatically 


illustrates the point about insurance 
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con HINT TU 


There are individual units of the CCH INSUR- 
ANCE LAW REPORTS for the insurance spheres 


of widest interests. 


Each selective unit covers the new deci- 
sions from all higher jurisdictions in its own 


particular province. 


For selective reporting of new insurance cases, 





to get the latest decision first, depend upon 


this different, faster, authoritative reporter. 


Write for Complete Details 


COMMERCE, CLEARING, HOUSE, INC.., 
PUBLISHERS OF TOPICAK LAW REPORTS 


CHICAGO 1 New YORK 36 WASHINGTON 4 
214 N. MICHIGAN Ave 522 Firrn Ave 1329 E STreerT. N. W. 
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A NOVEL decision has recently 
been handed down by the 


United States Tax Court in the 
case of Bourne Bean, et al. v. Com- 
missioner. 

On December 19, 1946, Richard 
Bean, Sr., who will be referred to 
as decedent, owned $45,000 of in 
On that date 
he signed and transferred all his 
right, title and interest in this life 
insurance to his three children, 
Bourne 
and Alice B. Helmholz. The consid- 
eration amounted to $19,554.39, 
which represented the cash sur- 
render value of the policies. The 
decedent died in May, 1947. An- 
other child was involved in this 


surance on his life. 


Bean, Richard Bean, Jr. 


life insurance transaction, but was 
not made a party to these proceed- 
ings. 


Question of Taxability 


The question presented to the 
court was whether the proceeds of 
the life insurance policies received 
by the children upon the death of 
their father constituted income tax- 
able to them to the extent that such 
proceeds exceeded the consideration 
paid by them for the transfer of 
the policies and the amount of the 
premiums paid by them thereafter 
until his death. 

The transactions are explained 
as follows: 

To Bourne Bean 

Northwestern Mutual Life. $10,000 
Equitable Life Assurance 5,000 
To Richard Bean, Jr. 
Mutual Benefit Life 
Equitable Life Assurance 
To Alice B. Helmholz 
Sun Life Assurance of 


$10,000 
5,000 


$ 5,000 
5,000 
5,000 


Canada 
Mutual Benefit Life 
Equitable Life Assurance 


Cash Value of Policies 


The cash values of the life in- 
surance policies at the time they 
were transferred to the three chil- 
dren, which 
amounts paid by the children for 
the contracts, were as follows: 


represented the 


$ 6,379.20 
6,767.77 
6,407.42 


Bourne Bean .. 
Richard Bean, Jr. 
Alice B. Helmholz 


Total Cash Value and 
Amount Paid 
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By FORREST L. MORTON 
Consultant, Advanced Underwriting, Gulf Life 


Life Insurance Transferred for Consideration 


The consolidated proceedings in 
volved deficiencies in the 1947 in 
come tax in the case of the three 
children, as follows: 

Bourne Bean 3,264.66 
Richard Bean, Jr. 4,119.68 
Alice B. Holmholz 2,670.82 


Profit on Sales 


In his individual federal income 
tax return for the calendar year 
1946, the decedent reported a gain 
from the sale of the life insurance 
policies to his three children. 

The petitioners reported no part 
of the insurance proceeds received 
by them as taxable income in their 
respective federal income tax re 
turns for the calendar year 1947 
death. The 


Commissioner determined that the 


the year of decedent's 


amounts received by the petitioners 
during the year 1947 as proceeds 
of insurance contracts on the life 
of their father, the decedent, which 
valuable 


were transferred for a 


consideration, constituted taxable 
income to the extent that the pro 
ceeds exceeded the cost of the con 
tracts 

Both the Commissioner and the 
three children of the decedent re- 
of the Inter- 
nal Revenue Code. The Commis 


lied on Section 22(b 


sioner determined that the life in- 
surance policies in question were 
assigned for a valuable considera- 
tion and taxed the net proceeds as 


income to the children under Sec 
tion 22(b)(2)(A 
follows 


which read as 


b) Excluded From Gross In 
shall 


not be included in gross income and 


come—The following items 


shall be exempt from taxation un 
, 


der this chapter: (2)(A) In Gen 
eral. In the case of a transfer 
for a valuable consideration, by as- 
signment or otherwise, of a life 
insurance, endowment, or annuity 
contract, or any interest therein, 
only the actual value of such con 
sideration and the amount of the 
premiums and other sums subse 
quently paid by the transferee shall 
under 


from taxation 


of this paragraph.” 


be exempt 
paragraph (1 


Tax Exemption Claimed 


argued 
that they were exempt from federal! 


However, the children 


income tax on the proceeds of the 
life insurance policies under See 
tion 22(b) (3), which read as fol 
lows: 

“(b) Exeluded From Gross In 
following shall 


not be included in gross income and 


come—T he items 
shall be exempt from taxation un- 
der this chapter: (3) Gifts, Be 
quests, Devises, And Inheritances 

The value of property acquired 
by gift, bequest, devise, or inheri 
tance. There shall not be excluded 
from gross income under this para 
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This is the ninth in a series of advertisements 
shout Kansas City-—and Kansas City Life 


The Plaza Lights Say 
“Merry Christmas” In Kansas City 


Air travelers who come to Kansas City this month get a special wel- 
come as their planes circle over the Country Club Plaza. Down below, 
the thousands of lights that decorate the Plaza buildings during the 
holiday season make a wintertime fairyland of this most famous shop- 
ping center in the nation 


The Plaza at Christmastime is a warm, friendly place that’s typical of 
the spirit that makes Kansas City a better place to live. 


It's this same warm, friendly spirit that has helped the more than 2,000 
men and women who represent the Kansas City Life Insurance Com- 
pany in 39 states and the District of Columbia to win the confidence 
and goodwill of their neighbors—and outstanding success in business 
as respected insurance counselors 


KANSAS CITY LIFE INSURANCE CO. 


Sreedwey et Avrmeewr, Kansas Clty, Missouri 





HUGGINS & COMPANY 
Consulting Actuaries & Insurance Accountants 
Architects Building, 117 S. 17th Street, Philadelphia 3, Pa. 


TELEPHONE LOCUST 4-11 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


ARTHUR M. HAIGHT, Presiden: 
INDIANAPOLIS 
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graph, the income from such prop 
erty, or, in case of gift, bequest, 
devise, or inheritance of income 
from property, the amount of such 
income.” 

While the following decision was 
rendered under the old Code of 
1939, nevertheless, it would appear 
that the finding would be the same 
under the new Code of 1954. 


Subject to Tax 


The decision of the Tax Court 
was that the life insurance policies 
assigned by Richard Bean, Sr., on 
December 19, 1946, were trans- 
ferred to the three children for a 
valuable consideration, and thus, 
subject to tax. The opinion of the 
court reads as follows: 

“The question presented is 
whether the proceeds of certain life 
insurance policies received by peti 
tioners upon the death of their 
father, the insured, are taxable as 
income to petitioners to the extent 
that such proceeds exceeded the 
consideration paid for the assign- 
ment of the policies, plus premiums 
paid thereafter and until the death 
of the insured in May 1947. Both 
respondent and petitioners rely on 
Section 22(b), Internal Revenue 
Code of 1939. Respondent dete 
mined that the insurance policies 
in question were assigned for a 
valuable consideration and taxed 
the net proceeds as income to the 
petitioners under Section 
22(b) (2) (A 

“The petitioners argue that they 
are exempt from income tax on the 
proceeds of the insurance policies 
under Section 22(b) (3). The argu- 
ment is predicated solely on the fact 
that the portion of the insurance 
proceeds was included in the estate 
of the insured as transfers made in 
contemplation of death. The record 
shows that the insurance proceeds 
in question were not returned as 
subject to estate tax but were later 
included by the revenue agent in 
auditing the return, and his action 
was concurred in by the executors. 

“The question whether a trans- 
fer is,made in contemplation of 
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death presents a question of fact. 
Garrett’s Estate v. Commissioner, 
180 Fed. (2d) 955. A determina- 
tion of this fact has not been ad- 
judicated by any court in any pro- 
ceeding involving these petitioners. 
No estoppel by judgment or in pais 
has been pleaded, and in our opin- 
ion no doctrine of estoppel is avail- 
able under the facts presented. It 
is elemental that the respondent is 
not estopped by his prior deter- 
minations of fact in a proceeding 
involving another type of tax. 
Burnet v. Porter, 283 U. S. 230; 
Tonningsen v. Commissioner, 61 
Fed. (2d) 199. There is no evidence 
here upon which we could make 
any determination as to whether or 
not the transfers were made in con 
templation of death, even if such 
issue were before us 

“The respondent has determined 
in these proceedings that the trans- 
fers were for a valuable considera 
tion and that the amount of insur- 
ance proceeds received by the re- 
spective petitioners is taxable in- 
come to the extent providea by 
Section 22(b)(2)(A) of the 1939 
Code. The burden is upon the pe 
titioners to show error in such 
determination. This, we think, they 
have not done. The record shows 
that the petitioners paid the in 
sured the sum of $24,217.65 (Note: 
This includes all four children , the 
aggregate cash surrender value of 
all the policies at the time of the 
transfers. We have held that such 
a payment constitutes a valuable 
consideration. Aley Sivyer Hacker, 
36 B. T. A. 659, 660. 

“The respondent’s determination 


as to each petitioner is sustained.” 


Misunderstanding 


At first blush, the foregoing de- 
cision of the United Tax Court may 
not seem to be too important, and, 
in all probability, the finding of 
the court is correct under the cir- 
cumstances. On the other hand, 
there is a clear indication that the 
courts and the Treasury Depart- 
ment do not have the right under- 
standing of what life insurance is 
and does. Hence, there is always a 
considerable amount of jockeying 
as to the exact tax status of this 
type of contract. 

It will be noted that the taxing 
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INSURANCE SALES 


\ are increased and made more 

\ profitable through use of the 
Company's unique College In- 
surance Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing College Insurance 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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Officials have placed two distinct 
ideas on the manner in which the 
life insurance in question should 
be taxed: (1) As a transfer for a 
valuable consideration, and (2) As 
a transfer in contemplation of 
death. Certainly, it cannot be both. 
If the insured actually sold the 
policies for their present value at 
the time of transfer, then he gave 
nothing away in contemplation of 
death, and, if he gave the policies 
away for less than their present 
value at the time of transfer, then 
at least a portion was a gift 
and not a valuable consideration 
transfer, 


For Present Value 


To all appearances, the insured 
actually sold the policies to his 
children for the present value at 
the time of transfer, and, if this 


is the case, then no gift took place 
and there could be no contempla- 
tion of death. Of course, the tax- 
ing officials may argue that the 
insured was not in good health at 
the time of the sale, and that the 
face policy, or the chance of get- 
ting it, was greater than the cash 
surrender value. 

On the other hand, facts are 
facts. The insurance company did 
issue the policy for a certain pre- 
mium and guaranteed the value of 
the contract year by year. Hence, 
there would seem to be no ques- 
tion that the children did pay the 
maximum value of the policies at 
the date of transfer. It should be 
kept in mind clearly, that the in- 
surance company based its pre- 
miums and cash value on an ex- 
pectancy of life table, and that the 
premiums and cash values took 
this matter into consideration. 

This decision and many others 
of recent date clearly indicate that 
life insurance is being treated in 
a much different manner than 
other types of property. When the 
Congress did away with the pre- 





mium-paying test in connection 
with the taxability of life insur- 
ance—Code of 1954—there was a 
feeling that it was intended to 
place life insurance somewhat in 
the same category as other forms 
of property, that is for the tax con- 
sequences. However, it has been 
stated of late that the Treasury 
Department is not too happy with 
the present rules of taxing life in- 
surance under the Federal estate 
tax law, but that some compromise 
should be made between the pre- 
mium-paying test and the non- 
premium-paying test. In _ other 
words, where none of the premiums 
are paid by the insured, at least 
a portion of the proceeds should 
be made subject to tax as a testa- 
mentary disposition. 


Focus Sights 


Life underwriters should keep 
their sights clearly focused on this 
new move, and if anything were 
to develop along this line, they 
should use every effort in their 
power to block it 
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Dependable Service 


* The State Life Insurance ‘Company has 
paid $197,000,000 to Policyholders and Bene- 
ficiaries since organization September 5, 1894 
..+ The Company also holds over $86,000,000 
in Assets for their benefit . . . Policies in 
force number 102,000 and Insurance in force 
is approximately $223,000,000 . .. The State 
Life offers Splendid Agency Opportunities— 
with liberal contract, and up-to-date training 
and service facilities for those qualified. 
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THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


A Muruat Lecat Resenve Company Founvep 1894 








YAN YOU LEAD A HORSE 
TO WATER 
AND MAKE HIM DRINK? 


It’s not as hard as you think 
the secret lies in making the 
horse thirsty. And this secret 
is the key to success in 

the life insurance business 


You see, an underwriter’s success 
or failure hinges on his ability 
to make a customer /fee/ 
the need for life insurance. And right here 
is where a man can use all the help he can 
get! In addition to selling sense, a man in 
the field must have two things from his 
company: |. a varied portfolio of competitive 
contracts to fit every customer requirement, 
and 2. salespromotion material that “makes 
the horse thirsty’’—that arouses the 
feeling of “need” in the prospect 


American United men are hanging up new 
records of good business, making money for 
their policyholders, for themselves and for 
the company, because they have a full 
complement of practical and competitive 
selling equipment. 


AMERICAN UNITED LIFE INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


Assets over $118 million 
Insurance in force over $600 million 
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Life Reinsurance 
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much of the exposure generated by 
each individual risk as it safely can 

otherwise such a company is not 
Retention of 
exposure to loss is subject to many 


doing its best job. 


factors reflecting the make-up of a 
company, and in consequence the 
measure of retention of that ex- 
posure has never been reduced to a 
simple (or complex) all embracing 
mathematical formula. 

After determining surplus posi- 
tion, quality of business written, 
characteristics of that business in 
terms of amount and age distribu- 
tion, the fluctuations in surplus 
that can be allowed as a result of 
mortality alone and still permit the 
company to make a_ presentable 
statement every twelve months, and 
the risk selection know-how in the 
office. a company can arrive at a 
quantitative measure of retention 
which is valid within limits. When 
the unknown reaction of a board 
of directors (who may not be well 
versed in insurance techniques) to 
a sizeable loss is added, it may be 
necessary to reach a conservative 
figure that the company can live 
with under any conceivable circum 


stances. 


Informed Judgment 


If it is necessary to establish a 
level of retention for a newly or- 
ganized company or one which has 
not yet attained some size, the 
problem becomes even more one 
requiring informed judgment. In 
a new company there are no his- 
torical guideposts to give any clue 
as to the quality of the business 
written or the characteristics of 
that business in terms of amount 
and age distribution. In conse- 
quence, an even more conservative 
attitude may be indicated, espe- 
cially so if the beginning surplus 
figure is not very large and growth 
in surplus from operations is un 
certain for the first few years. 

It is comforting to know that the 
reasonableness of reinsurance costs 
makes extreme refinement in reten- 
tion determination of only minor 
importance. Participation in mor- 
tality margins is commonplace in 
the business today, so that the 
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effect of a conservatively set re- 
With 
number exposed and 


tention is only nominal 
growth of 
with increasing financial stability, 
retentions can be increased from 
time to time to keep pace with 
progress which the insuring com 
pany has been making. In all case 
it should be remembered that re 
tention determination must neces 
arily be individually tailored to 
the specific requirements and indi 
vidual characteristics of each com 


pany for which retention is set 


Early Plans 


Having determined a measure of 
a life company’s reinsurance re 
quirements, it becomes necessary 
to fix upon a plan of reinsurance 
and a kind of reinsurance agree 
ment. Historically, early reinsur 
ance agreements were on a plan 
under which the reinsurer actually 
endorsed acceptance of its portion 
of the risk on an identical copy of 
the policy issued to the insured 
Under this approach, the procedure 
was slow and cumbersome in that it 
required the reinsurer to review 
each policy as it was submitted, as 
well as the quality of the risk it 
self. Less cumbersome methods are 
in current use, short cuts having 
been devised which rest, in large 
measure, on the operation of good 
faith between the parties to the re 
insurance agreement 

There are in common use in the 
United States three plans of re 
insurance namely, Coinsurance, 
Modified Coinsurance, and Annual 
Renewable Term Reinsurance 


Coinsurance 


The Coinsurance plan is one un 
shares a 
definite portion of the risk on the 
same plan of policy issued to the 


der which the reinsurer 


insured, and receives, as a consid 
eration, a corresponding portion of 
the gross premium charged the in 
sured, less an allowance for com 
missions and dividends, if any, and 
less also an allowance for office 
handling. This plan, in a way, is 
similar to the insuring company’s 
brokering a portion of the risk to 
the reinsurer, using its own policy, 
commission 
scales, rather than those of the re 
insuring company. 


premium rates, and 


The reinsurer, in turn, sets up 
on its books the amount of exposure 
according to the plan of policy 
issued to the insured, and as a 
corollary sets up in its liability ac 
counts a reserve item which is also 
a function of the plan of insurance 
issued, as well as a function of the 
age of the insured. This method 
can be illustrated by an example 
Suppose an insuring company with 
a retention of $5,000 issues a $20 
000 Twenty Pay Life policy. By 
agreement with its reinsurer, this 
company will cede $15,000 of risk 
on the Twenty Pay Life plan, pay 
ing to the reinsurer the same pre 
mium rate per $1,000 which it has 
collected 


whatever allowance it may have 


from its insured, less 
negotiated with the reinsurer for 
the purpose of caring for commis 
expense, divi 


sions paid, issue 


dends and renewal handling cost. 


Modified Form 


Under the Modified Coinsurance 
plan of reinsurance, the reinsurer, 
as under Coinsurance, shares a 
definite portion of the gross risk 
on the same plan of policy issued 
to the insured, and also receives as 
consideration a corresponding por 
tion of the gross premium charged 
the insured, less-an allowance for 
commissions and other expenses 
An additional portion of the pre 
mium is retained by the insuring 
company to care for the reserves 
set up under the reinsured portion 
of the policy. This may be done on 
a terminal reserve basis, with the 
deduction being made at the same 
time the premium is paid, or it can 
be handled in another fashion 

The more common method of 
Modified Coinsurance in use today 
requires that the reinsurer receive 
the same premium that it would 
receive under Coinsurance, with the 
reserve adjustment being made at 
the end of each calendar year on 
an agyregate basis to account for 
the net increase (or decrease) in 
mean reserves held against the vol 
ume of business coinsured, adjusted 
for interest from one year end to 
the next. This latter method of re 
insurance has been sometimes 
called Calendar Year reinsurance 
to distinguish it from Annual Re 
reinsurance (de 


newable Term 
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scribed below), which, like this 
brand of Modified Coinsurance, pro- 
tects the insuring company only 
against the mortality hazard in 
volved in the policies reinsured. If 
$15,000 of the $20,000 Twenty Pay 
Life policy used in the illustration 
above is reinsured on the Modified 
Coinsurance plan, when death oc 
curs the reinsurer will pay $15,000 
to the insuring company and the 
insuring company, through the re 
serve adjustment, will in effect pay 
to the reinsurer the Twenty Pay 
Life reserve on that $15,000, so that 
the net loss to the reinsurer will be 
$15,000 less the reserve thereon 


Automatic Renewal 


Under the Annual Renewable 
Term plan of reinsurance, only the 
net amount at risk is reinsured. 
“Net Amount at Risk” 


fined as the face amount of in- 


may be de- 


surance less the applicable terminal 
reserve under the plan of policy 
Generally 
the net amount at risk decreases 


issued to the insured 


each year as the terminal reserve 
increases. The reinsurance cover- 
age is automatically renewed each 
year by payment of a year term 
premium, computed by multiplying 
the “Net Amount at Risk” for such 
year by a premium rate for the at- 
tained age of the insured. 


Pays Amount at Risk 


Except as the plan of insurance 
issued affects the net amount at 
risk, “Annual Renewable Term” re- 
insurance is not directly governed 
by the provisions of the policy is- 
sued to the insured, the method of 
premium payment selected by the 
insured, or any other of the terms 
of the insured’s contract so long 
aus the policy with the insured re- 
mains in force. If the policy in the 
above illustration is reinsured on 
the Annual Renewable Term plan, 
when death occurs the reinsurer 
will pay the insuring company the 
net amount at risk, which is the 
original $15,000 reduced by the 
Twenty Pay Life reserve. 
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Each of these plans of reinsur- 
ance has its own peculiar useful- 
ness and any one may best fit a set 
Both 
Coin- 


circumstances. 
Modified 
surance are complicated in opera- 
should be used by a 


of specific 


Coinsurance and 


tion and 
company only when it has its own 
actuarial force and other trained 
personnel in its office with the 
knowledge for handling 
complications that 


requisite 
the actuarial 
may arise. This is peculiarly true 
of Modified Coinsurance. Annual 
Term reinsurance is 
admirably suited to the needs of 


Renewable 


the new company and to the small, 
growing company, and is also well 
suited to the established company. 
The concept of Renewable Term 
reinsurance is simple and can 
readily be grasped by non-technical 
people who may be responsible for 
the operation of a new or small but 
growing company 

Regardless of the plan of rein 
surance or the kind or type of 
reinsurance agreement, all life re 
insurance agreements provide 
coverage not only for excess risk 
developed on life insurance, but 
also excess risk developed as a 
result of Disability provisions in- 
cluded in the life policy, as well as 
Double Indemnity 
corporated therein. 


provisions in- 


Other Provisions 


Reinsurance of Disability cover- 
age issued in conjunction with the 
life risk is effected ordinarily on 
the Coinsurance plan even though 
it may be handled as part of an 
Annual Renewable Term reinsur- 
ance policy. For approved Dis- 
ability Benefit provisions, a rein- 
surance rate per thousand is estab- 
lished equal to the premium per 
thousand charged the insured, less 
a first year and a renewal expense 
allowance. It is usual practice to 
limit Disability 
Benefits to an amount not to exceed 
that attaching to the face amount 
of life coverage reinsured. This is 
equally true whether or not the 
Disability Benefits reinsured are 
Waiver of Premium Benefits only 
or are Waiver of Premium and 
Monthly Income Benefits. 

Reinsurance of Double Indem- 
nity (accidental death or accidental 
means death benefit) 


reinsurance of 


coverage 





issued in conjunction with the life 
risk may be on the Coinsurance 
plan when reinsured under a Coin- 
surance type of agreement, with 
the premium for the reinsurance 
premium 
charged the insured less a first 


being based on the 
year and renewal expense allow- 
ance. A somewhat different method 
is followed when the basic agree 
ment is on the Annual Renewable. 
Term plan. 

Here again the reinsurer fol- 
lows the insuring company with 
respect to the coverages provided, 
while the rate for the coverage is 
a flat rate per thousand, regardless 
of age and regardless of the plan 
of policy issued to the insured. The 
method of handling is essentially 
a hybrid, inasmuch as Coinsurance 
procedure prevails with respect to 
the coverage provided, while es- 
sentially Annual Renewable Term 
rates are charged. Double Indem- 
nity is reinsured on a level amount 
basis, since the reserves accumu- 
lated under this benefit are only 
nominal, 


Reasonable Cost 


These 
Double 
equally to other types of accident 
benefits which may be issued in 
conjunction with the life policy 


comments applicable to 


Indemnity Benefits apply 


It is true that reinsurance is a 
risk-spreading device. It is also 
true that it is as necessary as 
insuring 
company limit its 
issues to the amount it is willing 
to retain. Without reinsurance, the 
business could not be where it is 


surplus funds unless the 
is willing to 


today. 
Reinsurance service, as 


ently practiced by good life rein- 


pres- 


surers is a_ broad service of 
extreme benefit to the insuring 
company. It is the aim of those of 
us in the business to make it ever 
more valuable, and we are con- 
stantly on the lookout for ways to 
simplify 
costs, and to increase service. With 
the advent of participating rein- 
surance and with recent adjust- 
ments in rate levels in the light 
of current mortality experience, at 
no time in the history of the busi- 
ness has the insuring company 
been getting its reinsurance at 
such reasonable cost. 


procedures, to reduce 
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YOUR PROSPECTS 


Any organization, labor union, trade association, partnership, 


corporation, individual enterprise, etc., which has twenty-five or 
more eligible employees or members (depending on State Laws) 


can be a prospect for Washington National Group Life! 


; MONTHLY COST 
The premiums are very PER $1,000 


low. The average standard 

: : rS $ .22 
Group Life case carries a 27 
monthly premium of about .33 
75 cents per month per .42 
$1000 of Group Life In- 57 
surance. Exainples of the 79 
monthly cost per thousand 1.13 


for this insurance are: 1.65 
2.44 


@ In a short span of years, force, and one of the largest legal 
SIGNIFICANT Washington National has become reserve stock accident and health 
FACTS ABOUT one of the leading multiple-line per companies in premium income. Its 
THE sonal protection institutions writing courteous and efficient service is 
COMPANY Life, Accident, Health, Hospitaliza rendered to over 4,000,000 policy 
tion, Franchise and Group Insur owners by more than 4,000 local 
ance. It is in the top 10 per cent of representatives and 28 Group re 

companies in Life Insurance in gional office 





WASHINGTON NATIONAL INSURANCE COMPANY - EVANSTON, ILLINOIS 


4 wail 1 bnour MOL . . . about selling Washington 


National Group Life Insurance and the marvelous opportunity 
it presents in increased earnings for me 
Send further details immediately Pl 


WASHINGTON NATIONAL Have your Regional Sales Office contact me at address below 
NAME 
INSURANCE COMPANY LOCAL ADDRESS 


HOME OFFICE: : ory 


EVANSTON, ILLINOIS 
OFFICE PHONE 
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Table 1—Cases Reported 


Summary of Special Studies Reported from Eleven States and New York 
Preliminary Reporte Received through November 1, 1955 


Polio Vaccine 


Continued from page 33 = 
Group Period Studied Vaccinated Unvaccinated 
State 5 Froa To "___Vopulation YF WV T & a 


615 Wenl5 395,000 19 





in the age distribution tnis year if Galéfeonte 
the vaccine was effective. Comeethent 
“In collaboration with 33 states, Floris iS 10m am * 
data on age, onset and reported Coorgie p 8d 174,200 
paralytic status of all case of polio- Ih1inote , Bb 9S 357 ,000 
myelitis are being submitted to the Maryland 5 2 0-6 112 0% 
Polio Surveillance Unit. As a con- Kinnesots 5-20 10-26 112,115 
trol similar tabulations for the year + ¥, 4 g 1 = 10-21 166 ,000 
1952 have been complied from 21 of -% 8 “21 21 Lib , 569 
these 33 states. N, Carolina 2 10-21 196 , Ube 
“Upper half of Figure 1 (page Oregon 22 bea} 47,652 
33) shows curves describing para- Washington 15 Wels 69,123 
lytic poliomyelitis for 1952 and pars 
1955. The absolute level of the rates 
for the two years differs because of 
the severity of the epidemic in 1952 Table 2—Attack Rates 
compared to 1955 and because data Summary of Special Studies Reported from Eleven States and New York City 


. Poliomyelitis Attack Retes by Paralytic Status among Vaccinated and Unveesinated Childr 
for the full calendar year are in- (Preliminary Reports Received through November 1, 195 


l-l = 10-22 106,120 


> = paralytic, NP ~ non-paralytic, U ~- unspecified, T - totel, 


cluded for 1952 and data only for Paralytic Rate Won-Paralytic Rate 
P Stat r 100,000 per 100,000 
the period July 3 through October Per el TER ______ ans r Unvaccinated Vaccinated Unvaccinated 








14 are included for 1955. The two California 
curves have been superimposed by Connecticut 
a simple arithmetic transposition. Vlorids 
The two rate scales are clearly Georgie 
shown. 
“The two distribution curves for uoryiand 
paralytic cases are similar with one OI 
major exception, namely a relative- 
ly sharp lowering of the rates for 
ages 7 and & in 1955. This dis- 
continuity in the age distribution 
curve is limited to the ages in which 
poliomyelitis vaccine was widely 
used this year. This discontinuity 
constitutes independent evidence of discontinuity is discerned that can How far we have to go is another 
the effectiveness of the vaccine be clearly attributed to an effect of question. Here are the latest 
against paralytic polio. the vaccine.” cumulative poliomyelitis figures for 
“In the lower half of Figure 1 Thus, Dr. Langmuir concludes, the United States: 
are shown the age distribution we have “independent confirmation” 
curves for non-paralytic cases in that the Salk vaccine does effective- 
1952 and 1955. A different trans- ly lower the polio attack rate. This 
position factor has been used to means essentially that we know we 
superimpose the curves. No sharp are moving in the right direction. 


Illinois 


New York City 
New York State 
North Caroline 
Oregon 


Washington 


Calendar year 

1955 1954 
Total . 28,017 36,912 
Paralytic .. 10,011 13,654 
Nonparalytic 10,882 


Unspecified 246 12,376 





PARLIAMENTARY SLIDE RULE 


settles questions of parliamentary procedure for committees and meetings Unit. Public Health 
operating under standard rules of order. This vinyl plastic slide rule provides : 
immediate answers to eight basic questions on the 36 most common motions. municable Disease Center, reports 
Based on Robert's Rules of Order Revised. Excellent for gift. $3 postpaid. that the total number of accepted 
PAN-L-VIEW, 708 Church Street, Evanston, Illinois ote 


The Poliomyelitis Surveillance 
Service Com- 


cases of paralytic poliomyelitis 

among vaccinated persons is 310. 
Use One of These Five Factful Monthly Letters Nonparalytic cases total 775. 

Imprinted Especially For You To Create Prestige: Elimi ‘ ti f li as 

NET AFTER TAXES ... BUSINESS SECURITY... INSURED slimination of pollo epidemics 

PENSIONS .. . EMPLOYEE BENEFIT PLAN REVIEW .. . and reduction of the menace of this 

INSURANCE BUYERS NEWSLETTER disease will ease the fears of the 

_ Write For Sample Copies nation’s parents and at the same 

CHARLES D. SPENCER & ASSOCIATES, INC., Publishers | time make life easier for some in. 

166 W. Jackson Blvd., Chicago 4, mM. 














surance underwriters. 
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A 


Q. What does the 


provide? 


insurance 


A. It covers claims arising out 
of liability assumed for others. 

Q. How is this insurance writ- 
ten? 

A. Usually as an endorsement 
to the Standard Liability policy. 


Coverage 

Q. Why is this 
necessary? 

A. The Standard Liability pol- 

icy covers the liability imposed 


endorsement 


by law; it specifically excludes 
liability which may be assumed 
by contract, either oral or written. 
Two “Hold Harmless” agreements 
are now insured without charge 
in the O. L. T. and M. & C. 


cies: such clauses as are found 


poli- 


in easements (other than grade 
crossing agreements) and munic- 
ipal ordinance requirements (but 
not to include contracts for work 
to be performed for municipali- 
ties). Make sure the coverage is 
provided in the policy being ex- 
amined. 

The Comprehensive General 
Liability policy does specifically 
insure five contractual agreements 


as described elsewhere 


Exclusions 

Q. What are the exclusions? 

A. Actually there are no exclu- 
sions except that the Contractual 
Liability endorsement is subject 
to the limitations in the Liability 
policy to which it is attached. The 
endorsement merely removes the 
Contractual liability exclusion in 
this policy, but only as respects 
the specific agreement copied ver- 
batim in the endorsement. 

(See Important Limitations To 
3e Considered.) 


Rates 

Q. What are the rates for this 
coverage? 

A. The only Contractual agree- 
ments for which rates are pub- 
lished are the Assumed Liability 
clauses found in the Standard 
Railroad Sidetrack contracts—$15 
for bodily injury and $12 for prop- 
erty damage basic limits 


- 
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Contractual Liability Insurance 


“Hold 


purchase orders usually increase 


Harmless” clauses in 
the Products Liability rates from 
15 per cent to 25 per cent. The 
charge for certain lease agree 
ments in many cases ranges from 
5 per cent to 10 per cent of the 
G kw “k. 
ance is provided under an M. & C 


premium; if the insur 


policy the charge may be 50 per 
cent of Code No. 29 


upon area and 


premium, 
based frontage 
Don’t quote these rates because 
actual charges must be promul 
gated by the proper Bureau hay 


ing jurisdiction. 


An Increasingly Important 
Protection 

contract 

forms that may “Hold 

clauses that it is im 

Most 


of them impose a substantial obli 


There are s0 many 
contain 
Harmless” 


possible to name them all. 


gation upon the party assuming 
such liability. 
There are many reasons why 
one party may wish to pass on to 
others responsibility for certain 
claims that may arise. It may be 
that he 


novance of settling losses but in 


wishes to avoid the an 


most cases it is a matter of saving 
money. Many firms (1) are self 
insured, (2) carry policies with 
large deductibles for the purpose 
liability 


of reducing premium 


costs, (3) are favored with lia- 


bility experience credits 


Comprehensive Liability Policy 
The Comprehensive Liability 


Policy includes a number of 


“Hold 
the policy 


Harmless” agreements in 


coverage. If these 
agreements are not specifically 
written into the policy at incep 
tion, through oversight or failure 
to realize their existance, they are 
picked up on audit. In any event, 
a separate charge is made for 
each agreement. The covered ex 
posures are: 

1. Leases. 2. Elevator Main 
tenance Contracts. 3. Municipal 
Work Contracts. *4. Railroad Side 
track 
5. Grade Crossing Easements 

*Note: That Work 
Contracts clause does not cover 
“third 


agreement with a public body may 


Assumed Liability clause 


Municipal 
party” beneficiaries. An 
cause the contractor to be respen 


sible for all 
from his work. The contractual 


damage resulting 
insurance protection does not ex 
tend to cover any person not a 
party to the contract 


Other Possible Exposures 
There is an increasing number 
of contract forms that may con 
tain “Hold Harmless” agreements 


Continued on page 52 
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Coverages and Forms 


Continued from page 51 


The more important of these are: 

1, Construction contracts. The 
agreement may be limited to as- 
sumption of liability for the negli- 
gent acts of the sub-contractor 
(or the general contractor in the 
agreement with an owner) or it 
may include additional exposure, 


elimination of the contractor’s 
liability for third party claims 
made by the sub contractors’ em- 
ployees, etc. 

2. Agreements with public ser- 
vice companies covering the in- 
stallation, maintenance and use 
of electrical equipment 
high voltage transformers). 

3. Electric Protective Company 


(usually 


contracts covering services per- 
formed upon 
from the Insured’s premises. 
These agreements require the as 


receipt of alarms 


do you get 


FIRST 
CHOICE 
on 
homeowners 
business? 


You bet you do! That is, if you can offer programmed pro- 


tection-at a saving 


under one of the Zurich or American 


Guarantee Homeowners Policies.* 


By grouping the coverages 


your clients need in one 


Homeowners Policy, you can give them better protection at 


lower cost than if they bought several separate policies, 


Ind you can get more business and hold renewals more 


easily 


leave less room for a competitor to cut in, 


Interested? Then the Zurich-American field man will be 


glad to talk things over with you, 


*Approved in most states, 


ZURICH: 
SA MERICANG 


+NSURANCE COMPANIES 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 S$. LA SALLE ST., CHICAGO 3, ILLINOIS 





sumed liability protection of False 
Arrest in addition to the Stand- 
ard Coverage. 

4. Real Estate 


Agreements. The new contract 


Management 


forms stipulate the owner will 
hold the real 
building 
any claims arising out of the 


estate agent or 
manager harmless for 
maintenance, occupancy and oper- 
ation of the premises. 

5. Purchase Orders. This As- 
sumed Liability exposure can be 
serious. Claims may arise any- 
where in the world and be difficult 
to adjust. They should be in- 


sured. 


Important Limitations To Be 
Considered 
The attachment of a _ specific 


Contractual Agreement endorse- 


ment to the Liability policy 
merely extends the policy cover- 
age of the exposure contained in 
the Agreement. It does not re- 
move: 

1. The exclusion damage to 
property in the “Custody and Con- 
trol” of the Insured. This is im- 
portant in many instances; in 
leases and construction contracts 
this exclusion has special mean- 
ing. Insurance companies are very 
adverse to remove the “Care and 
Custody” exclusion. 

2. The Water 
Sprinkler Leakage 
This may be an important limi- 


Damage and 


exclusions. 


tation. 

The agreement also may waive 
the insurance companies’ subro- 
gation rights and void the policy, 
as respects: (a) Compensation 
insurance. Special emphasis 
should be placed upon this ex- 
posure if the compensation cover- 
age is carried in a company other 
than the carrier writing the Lia- 
bility (b) Fire and 


Material Damage Insurance. Fire 


insurance 


insurance companies are more re- 
ceptive to amending their policies 
to permit such waiver, 


Property Damage Limits 
Property Damage limits are sel- 
dom adequate to take care of the 
liability assumed. Adequate pro- 
tection should be provided. 
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1. Boiler and Machinery pros- 
pects: Small 
apartment 


manufacturing 
plants, laun- 


dries, hotels, dry cleaners, dairies, 


houses, 


cold storage and quick freeze 
plants, bottling works, meat pack- 
ing plants, greenhouses, theaters, 
hospitals, churches, clubs, schools, 
retail stores, and office buildings. 

2. “I like to sell Boiler and Ma- 
chinery insurance by placing the 
emphasis first on the Business In- 
Without a 


refrigerating 


terruption 
key boiler, 


exposure, 
system 
or transformer, a business can be 
entirely stopped.” A. Robbins 
Whittlesey, San Francisco. 

3. Frank McDonough of Os- 
wego, New York, delivers claim 
drafts. In addition, for claims ex- 
ceeding $50, he mails a form let- 
ter ten days after delivery of 
check in which he asks for com- 
ments on his service. He has ac- 
cumulated an excellent 
nial file. 

4. If significant paper 
can be filed where an agent can 


testimo- 
every 


lay hands on it while a customer 
is waiting, that, too, is produc- 
tion. 

5. Public Employees 
Bond opportunities: 


Blanket 
Courthouses, 
schools, public utilities, adminis- 
trative departments, highway de- 
partments, tax collectors, police 
departments, authori- 


ties, treasurer’s departments, hos- 


seweraye 


pitals, water departments. 

6. “A comprehensive Blanket 
Bond program can easily be estab- 
lished by a combination of the 
Blanket Dishonesty Bond and the 
Faithful Performance of Duty 
Blanket Bond. When an employee 
is responsible for the proper ac- 
counting of money or property, or, 
when his negligence could cause 
a financial loss to the political 
subdivision, the Faithful Perform- 
ance form should be written. 
When an employee’s job is prima- 
rily that of a clerk or laborer, 
write a dishonesty-only Blanket 
3ond.”—J. M. Hutchinson, San 
Francisco. 

7. The obligation of a family 
man for the welfare of his loved 
ones continues beyond his life- 
time and lasts as long as they live. 
That is the reason for life insur- 
ance. 

8. There are as many uses for 
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sales briefs... 


A LINE A DAY... 


By Mel Blackburn, C.P.C.U. 


life insurance as there are for 
money. 
y. Life 


your wife a comfortable income 


insurance can assure 


for as long as she lives, when 
death stops your selary checks. 

10. It can pay you a comforta- 
ble income, commencing at age 60 
or 65, and lasting as long as you 
live 

11. It can provide the cash to 
retire the mortgage on your home 
if death prevents you from pay 
ing it off 

12. It can furnish the funds to 
give your children a college or 
technical education if you should 
not live to see them through. 

13..1t can and will do all these 
things just in the measure that 
you avail yourself of the opportu 
nity to obtain it. 

14. The money you devote to 
the payment of life insurance 
premiums is not spent. It may be 
returned to your family tenfold 
within a few years, or it may be 
repaid to you, plus accretions, 
when you retire 

15. Therein dwells security. 
Therein is peace of mind. 

16. The time to buy life insur- 


ance is now. Fathers—and grand- 


fathers—and working women 
know it, remind them. 

17. Never have so many people 
spent so much for so many gadg 
accessories, choice 


ets optional 


equipment, outright luxuries. This 
is a “quality,” a “plus” market. 
Every other business is “upgrad- 
ing.” Insurance agents would be 
well advised to join the trend. 
18. Women, too, have estate 
problems. A large proportion of 
the owners of substantial estates, 
possibly the majority, are women 
When an estate owner dies, a ma 
jor problem confronting the heirs 
is liquidity 
19. Whatever a boy decides to 
do with his Juvenile insurance in 
later life, he has at least the privi- 
lege of choice—as fine a gift as 
any father could give his son. 
20. When a prospect’s principal 
crime exposure—inside and out 
is for loss of negotiable checks, 
remember the 30 per cent rating 
discount for “securities.” 
21. Tell your prospects 
facts about what 
to them if they aren’t protected 
insurance. 


plain 
would happen 


by Personal Accident 
That’s what they want to know. 
Continued on page 54 
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Sales Syyport 


on the Firing Line 


North American Accident has designed its progressive 
line of Life and A. & H. policies with the agent in mind, We've 
kept the agent in mind too in developing a sales promotion 
program, For example, we have channelled advertising dollars 
into a series of hard-selling local newspaper ads which are 
free to our representatives to use in their local communities 
over their own signatures 

For details as to how you can participate in this program, 
write: 

8. ROBERT RAUWOLFP, Vice President 


NorTH AMERICAN ACCIDENT INSURANCE Co. 


haters) 209 SOUTH LA SALLE STREET 
WeaLrn CHICAGO 4 ILLINOIS 


*~a. 
~ 








In time, the name of a 
truly great artist becomes 
synonymous with qual- 
ity and high standards... 
At Berkshire Mutual 
the fine art of doing 
business has also resulted 
in a reputation that 

has been synonymous 
with high standards and 


| fair dealing with our 
Agents for over 119 years. 


Sales Briefs 


Continued from page 53 


22. Prepare an_ institutional 
sales kit describing your agency 
and services. It satisfies a pros- 
pect’s curiosity about who you are 
in the community and what you 
are. 

23. Your prospect has a justifi- 
able reason for knowing that, with 
you, insurance is a business, not 
a sideline. 

24. “If you enjoy what you're 
doing, it isn’t work. If you do your 
job solely for the fun there is in 
it, with no thought of money, 
you'll be a successful salesman.” 

Harold S. Parsons, Los Angeles. 

25. An insurance newsletter 
sent periodically to your mailing 
list need not be elaborate, expen- 
sive or time-consuming. A sim- 
ple little postal card will turn the 
trick. 

26. Personally deliver calendars 
to prestige centers such as bank- 
ers, attorneys, and other profes- 
sionals. Distribute the rest by 
postal card invitation to your of- 
fice. 

27. Take your instalment buy- 
ers to the bank across the street. 
It may simplify collections. 

28. It’s one thing to know what 
you are talking about. It’s some- 
thing else to find a qualified pros 
pect who is ready to listen. Both 
require study and preparation. 

29. This month, more than ever, 
the farmer who is your neighbor 
and friend is aware of his $50, 
000-$100,000 investment. Sit down 
with him and make a complete 
inventory of his assets. 

30. As owners, many farmers 
are constantly exposed to their 
legal liability of straying animals. 
Reminder: Farmer’s Comprehen- 
sive Personal Liability. 

31. The sales tip for 1956? 
Start today to make this “election 
year” your year for Public Official 
Bonds. There will be, roughly, 
1,060,000 public officials who must 
give bond before they can take 
office. See your county clerk, city 
clerk or town clerk—now. Warm 
wishes for a New Year of service 
to your community. 
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Tell A ent's Sto “he has since given us two orders 
g ry for bonds and I’m sure he will 
continue with others.” And an 


Continued from page 25 agent in Southern California YOUR CLIENT’S 
found “renewals 100 per cent 

easier to secure.”’ Another Cali ‘ - 

fornia agent who mails 100 copies confidence Is YOUR ° 
a month received, as the result of ’ 
one mailing, “an order for a Com most valuable asset. 


prehensive Liability policy which 


independent insurance counselor, 
and talk about important cover- 
ages in easy-to-understand terms 
The ads, on the inside covers and 
the back cover, don’t compete with developed premium of a little over 


the content of the magazine; they $1,100 e Where property values 
simply suggest, subtly, that the 
fellow who’s sending the maga- A Favorable Climate are in question, always 


zine is a pretty nice guy and he Of course, the best advertising . 
i. oa f - : ae reler your chent to 

knows his business. So he’s a and public relations program in 
good man to do business with! the world won’t sell a thing; it 4 
; a nationally known 
simply creates a favorable cli 
mate, conditioning prospective . 
Mesrdratah, reliable appraisal firm. 


“Gentle Sell" Approach 


buyers for the personal, individ 

Proving that the “gentle sell” ual sales talk of the agent. Not) SHE 
approach of the “Record” will do one in a hundred readers will com- | ¥ > «“y) e ’ 
an effective, “hard selling’ job, ment on the “Record” to the agent LLOYD-TH OMAS 
many agents have actually who sends it, not even to thank _ 
counted premium dollars returned him. Nevertheless, they are re- “<ttiidMlAMIIAMAiSl Sse 
for few cents each month per minded every month, in a subtle, 4411 Ravenswood Avenue, Chicago 40, II. 
client they’re spending on the pleasant way, that their agent is First for Factual appraisals 
“Record.” A Washington agent there, ready to help them with since 1910 
wrote that an attorney had asked their insurance program and take OFFICES —~ COAST TO COAST 
to be put on the mailing list and, over loss problems. 





For a stable market 
in Reinsurance 








As America’s leading independent market 
‘oe for Reinsurance, the Insurance Company of 
You can't work without THE SPECTATOR? North America operates to provide a stable 


What is that—your hint to Santa Claus? market for the needs of its clients 


Enjoy THE SPECTATOR at home. he strength of this philosophy is best dem 
onstrated at times such as the present. Its 
For just $1 you can now have twelve issues practical application makes a continuing re 
of THE SPECTATOR delivered to your home 


pa ent lationship in Reinsurance most advantageous 


to you. 
We cordially invite you to discuss your 


To: The Spectator Reinsurance problems with our Reinsurance 


Bill é 
Chestnut & 5éth Streets reattirect $ Department. Write or telephone us. Or, if 
Philadelphia 39, Pa. . you use the services of a Reinsurance Broker, 


ask him to discuss your problems with us. 


Send 12 Valuable Issues to: REINSURANCE DEPARTMENT 


Name NORTH AMERICA COMPANIES 


L\ insurance Company of North America 
Address Indemnity Insurance Company of North America 
| Philadelphia Fire and Marine Insurance Company 








Protect what you have@® Philadelphia 1, Pa. 
Agent Broker Home Office 
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Agency Manager 


Continued from page 31 


TABLE IV 


Group A Group C 

Total number of 

children ...... 18 20 
Average age of 

children reef 6.5 
Number of de- 

pendents other 

than immediate 

family ‘ 16" leg 
*Supported by 7 

Group A 
**Supported by 1 

Group C 


members of 


member of 


Both groups had about the same 
number of children, although the 
A group began their families ear- 
lier. Also that group had addi- 
tional other 
dependents, with a significant dif- 
ference in the number. 


responsibilities for 


This may 
be considered as a possible mo- 
tivating force. 


2. Income—Table 


The successful group developed 
significantly higher earning power 
prior to appointment. Since the 
age of appointment was not sig- 
nificant and the age when self- 
supporting was the same and, as 
will be shown, there was no dif- 
ference in educational! back- 
ground, the ability to make money 
seems to be the important factor. 
This is further emphasized by the 
significant difference in assets ac- 
cumulated since most from both 
groups acquired the assets 
through personal effort. 

Another important 
tion is the fact that the successful 
men came from families of a lower 
income level than the unsuccess- 


considera- 


ful. Since group A’s beginning 
was from a lower income family 
and they supported families ear- 
lier, took care of more dependents 
and then acquired more assets 
and a higher income in the rela- 
tively same span as the C group, 
it appears that these factors may 
have played a part in providing 


drive to the A group for success. 


3. Living expenses at time of 
appointment. 


TABLE VI 
Group A Group C 
Living expenses 
per month 
Percentage of say- 
ET 
Side income ac- 
tivity 
Items covered in 
budget . Same Same 
Note: Most wives of agency 
managers did not work outside the 
home. 


$659 $433 


Same 


None None 


4. Insurance owned. 


TABLE VII 


Group A Group ¢ 
Average amount 
of insurance 
owned at time of 


appointment $83,700. $57,200. 


soth groups believed in and ac- 
cumulated life insurance. The ra- 
tio between salaries earned by 
both groups at time of appoint- 
would indicate that the C 


more 


ment 
group had _ proportionately 
insurance and therefore a strong- 
er belief in the security it repre- 
sents; however, a belief in insur- 


ance does not appear to be a 
factor of differentiation between 


successful and unsuccessful agen- 


TABLE V 


Group A Group C 


*Average income 2 years prior to appointment 


as Agency Manager 


$15,270.00 $ 7,655.00 


*Average income 5 years prior ‘ie appointment 


as Agency Manager 


11,900.00 6,066.00 


Tota! assets accumulated at time of appoint- 


ment to Agency Manager 


*Average income of fathers (highest ten venus) 
Age of individual when self-supporting 


*Per year 


56 


43,900.00 17,777.00 
10,300.00 12,210.00 
18 years 18 years 


cy managers because the differ- 
ence is not great enough. 


5, CLU Accomplishment at Time 
of Appointment 

Fifty-seven per cent (57%) of 
group A and 70 per cent of group 
C were CLU’s. 

It is significant that such large 
percentages of the men who be- 
came managers had already 
earned their CLU degrees, indicat- 
ing the importance of the degree 
were in- 
fact they 
degree may also have 


to these men while they 
dividual producers. The 
earned the 
influenced their appointments as 
managers. However, these figures 
would indicate that the degree 
does not appear to be an impor- 
tant predictor of the success of 


an agency manager. 


Education. 
TABLE VIII 


Group A Group ¢ 

Education of 
parents . Same Same 
Education of 

wives 
Percentageof 
Agency Managers 
receiving college 
degrees . 604 60+ 
Rank of Agency 
Managers in 
school classes 


Same Same 


Upper 
Half 


Upper 
Half 
Helped finance 
own education Yes Yes 


No important difference was 
found in the education of the two 
Both achieved 
above average educations and per- 
formed at an above average level. 


groups. groups 


Table IX 

The A group had less intensity 
of likes and dislikes than the C 
group. This may be an indicator 
of an easier adjustment to school 
and possibly better planning in 
selection of subject matter. The 


7. Interest 


successful group appear to have 
had most interest in business ad- 
ministration, people and money. 
The unsuccessful were more inter- 
ested in business, and in the more 
of economics 


technical subjects 


and law. 
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TABLE IX average salary of $11,400.00. Al- rank finance among the top three 
Group A Group C though both groups maintained as often as they ranked the other 
Average number contact with people in the same listed items. Group A placed fi- 
of college 
courses liked 
Average number 
of college 
courses disliked 1. 3.6 9. In this section the Agency 
Courses most en- Managers of both groups were 
joyed , .. Busi- Busi- asked three questions. These 
ness ness 
Admini- Admini- 
stration, stration, 
Psychol- Econom- 
ogy, ics and 
Finance Law 


occupational areas, the successful nance in the top three in response 
general agents developed close as to each of the three questions. 
sociations with a much higher This point may be of value in 
salaried group selection process since the select- 
ors can more thoroughly investi 
vate the prospective agency man 
ager’s attitude, knowledge and 
; ; experience in the area 

questions and their most frequent Our study by no means is con 


answers by both groups are sum- . 
: . 8 pe: sidered as conclusive in its find 


marized in Table X. ings. The sample was small and 
Analysis of the replies of both the problems are large It is 
groups indicates a general agree hoped, however, that some contri 
ment as to the functions which bution has been made to the prob 
The successful group listed 48 are important in the Agency Man lem of selecting life agency man 
hobbies of which 21 required ager’s job. The one outstanding agers, and that subsequent studies 
other people to participate. The difference appears to be in the made will add to the understand 
unsuccessful group listed 25 hob- area of finance. Group C did not ing of the problem. 


bies and of these only 6 required 
A TABLE X 

Group A Group © 
What three functions of your Recruiting, Recruiting, 


others to participate Group 
leans more toward group partici- 
pation in their leisure time where- 
job do you consider most im- Finance, Training, 


as group C tends toward spending 
their leisure time alone. Also, the portant? Supervision Supervision. 


A group had a wider variety and 2) In what three areas is full Selection of Motivation of 
greater number of leisure time in- competence essential in order Agents, Agents, 
terests. to have success in an Agency Motivation of Attracting new 
Manager job? Agents, Agents, 
Understanding of Selection of 
Actual percentages were diffi- Finance Agents. 
cult to compute in some of these 
areas and would require elaborate 
tables. Therefore, general com- 
ments are made on our interpreta- 
tion of the findings. 
Both groups were joiners of 


8. Social Activities: 


In what three areas would a Understanding of Motivation of 

lack of competence probably Finance, Agents, 

result in failure as an Attracting New Attracting new 

Agency Manager? Agents, Agents, 
Selection of Selection of 


. Agents Agents. 
clubs in school and were elected g 


to leadership posts. They main- 
tained contact with their school- 
mates and attended reunions. Con- é, . FOR 50 YEARS 
cerning the occupational grouping ; Igy , 6 2 
of people known by the general ' e MUTT YAL UTRUS 
agents, both groups knew mostly P be 
business executives, doctors, law- 4 PRODUCERS HAVE ENJOYED THE 
yers, salesmen, office and bank COMPETITIVE ADVANTAGES OF: 
M Low Net Costs 
Flexible Settlement Options 


‘ ; hool hii S of M Net Level Premium Reserves 
ine raluable because o 
ee en re etnies M A Strong Surplus 


social contact and now spend an 


workers. 
More of the successful group 


For 50 years, Mutual Trust has been soundly and 
average of 11 hours per week on ytd Re economically managed on a purely mutual basis 
P P . on b for the benefit of its policyholders 
non-business social life. The un- ye In both large metropolitan areas and in smaller 
feel ‘ : cities, Mutual Trust general agents are operating 


successful group tended to rote 
. * vucce vily in 
that subject matter was more im- , Conn., la., Ill, Ind., Mass., Me.,Mich., Minn, NH, 
portant. This group now spends “As Faithtul os NJ. NY, ND. Ohio, Pa., £1, Vt, Wash., Wis 
an average of 7.5 hours per week Old Faithful” 
on non-business social life. “y “PA (“yy 
The average salary of acquaint- PROFITABLE GENERAL CU [ Uy) [I [K l] AL 
AGENCY OPENINGS NOW 
ances of the successful group is AVARAMS LIFE INSURANCE COMPANY 
$19,800.00. The acquaintances of Write fe the ( ' atta 
the unsuccessful group have an Agency Secretary 
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... Darked my client 


Bulldog’ Billings growled at the 
Pacific National fieldman, just as he 
Want to ber’ 


always does at me 


The Company man took him up in 
tantly, “Yes, Ui bet you a dinner that 
your investment in personal property 
is at least twice what you estimate! 


Will you agree tw an appraisal” 


He did his PPF coverage is now 
doubled 
dinner host after all. Its a good 


and we found him a genial 


policy to have an ally as alere as 
that Pacific National special agent, 
fighting alongside 


AND IT'S A GOOD POLICY FOR 
AGENT, BROKER AND ASSURED 
THAT BEARS THIS SEAL 


PACIFIC 
NATIONAL 
FIRE INSURANCI 
COMPAN) 


Young Presidents 


Continued from page 27 


per cent—-now own over $200,000 
in life insurance. 

A particularly interesting part of 
these tables shows the median 
amounts of insurance owned, as 
computed from the detailed data of 
the original survey. The middle 
man in the group with personal net 
worth of $250,000 and under, for 
instance, is supposed to own $84,000 
in life insurance, or considerably 
less than half of the amount owned 

$188,000—by the middle man in 
the over $500,000 group. 

The question of age is always im- 
portant in life insurance. It should 
be pointed out here, however, that 
members of YPO are young; they 
must be under 40 to enter YPO, 
itself organized only five years ago. 

Table 2 in THE SPECTATOR’S study 
brings this out. Thirty-one per 
cent of all respondents were over 
40 while 51 per cent of those 
replying were between 35 and 
40. Here again the figures indi- 
cate that these men _ increase 
their life insurance as they grow 
older. In each of the three age 
groups, the $75,000 to $200,000 in- 
surance bracket has the highest 
percentage. The percentages for 
those owning $75,000 and under de- 
crease with the age rise, and the 
portion of those owning $201,000 
and over steadily increases. 

Another factor in life insurance 
ownership is size of families. THE 
SPECTATOR’S study therefore in- 
cludes—Table 3—the insurance fig- 
ures with number of children in the 
YPO families. The lowest median 
insurance amount comes from the 
small group who have no children. 
From that point on, the amount of 
insurance owned increases along 
with family-expansion. These men 
are obviously buying life insurance 
as an important part of their plans 
for taking care of their dependents 

In Table 4—comparing number 
of years these men have been pres- 
idents of their companies with the 
amounts of insurance they carry 
the age limitations on this YPO 
group must be kept in mind. As 
shown in Table 2, 69 per cent of the 
group are 40 or under, and there- 
fore would not be expected to have 
held their positions for long periods. 


Nevertheless, Table 4 shows that 
9 per cent of these men have been 
presidents 14 years or more and 
that this oldest group has the high- 
est median coverage of any of the 
tables in this SPECTATOR study. 
Also the steady decrease in the per- 
centages in the first two divisions 
covering insurance ownership of 
$200,000 and under, along with the 
significant rise in percentages for 
the $201,000 and over insurance 
group, points to the fact that the 
longer they hold these positions of 
responsibility the more insiurance 
they buy. 


Insurance & Income 


This is also true of the last por- 
tion of THE SPECTATOR’S study— 
Table 5 on total income compared 
with insurance ownership. Here 
the groups are well divided with 
from 20 to 28 per cent of those 
replying in each section. Insurance 
ownership rises steadily so that 46 
per cent of the group earning $62,- 
000 or over are in the class owning 
$201,000 and over in insurance. 

In this table the median figures 
seem to show that YPO members 
with larger incomes buy greater 
amounts of insurance than those 
with smaller incomes. The median 
coverage goes up $19,000 between 
the first and second salary groups 
and about the same amount—$23,- 
000—between the second and third 
groups. The third jump, however, 
from the third to the highest in- 
come group is $44,000. 

All of these figures might be sub- 
ject to many interpretations. Also 
the basic study is limited to a very 
select group of insurance buyers. 

Nevertheless, we feel justified in 
drawing certain conclusions from 
these statistics. First, these young 
businessmen recognize the value of 
life insurance. They are from many 
different industries and from a 
variety of backgrounds, but they re- 
port very sizable insurance pur- 
chases and a steady increase in 
those purchases when the need or 
the opportunity arises. 

Our final observation is that, 
even though these men are excep- 
tional in their incomes and _ busi- 
ness responsibilities, their motives 
for buying insurance are the same 
as those for most other men-—pro- 
tection for their families and 
security for their financial estates. 
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on. any time is a good time 
to give some thought to your 
list of securities, and towards the 
end of the year is a time many peo- 
ple choose. One result of this gen- 
erally accepted view is a shifting 
around of securities to establish 
losses within the taxable year. Tax 
selling, as it is called, is quite 
prevalent and many people seem to 
feel better if they can establish 
some sort of a loss as a deduction 
on his or her tax return. Fre- 
quently tax selling is done with 
little other purpose and consequent- 
ly results in no real benefit to a list 
of investments. 

Selling an unsatisfactory invest- 
ment should be done when present 
hopes and future possibilities give 
little or no encouragement, regard- 
less of the time of year. To wait 
for the year-end accomplishes 
nothing, and selling for a tax loss 
only may accomplish nothing. Un- 
less other reasons exist for the sale, 
the stock sold may do better than 
the stock bought in its place, so the 
temporary tax saving could be 
fleeting. 


Investment Review 


However, if you must wait till 
around year-end to think of review- 
ing your investments, it would be 
well to give thought to other fac- 
tors than tax selling that might af- 
fect your holdings. Merely to pick 
securities to sell at a loss for tax 
purposes should be one of the more 
painful results of such a survey. 
Any such loss is a real dollar and 
cents loss. some 
satisfaction in getting the govern- 
ment to absorb some of it, but the 
largest part of the loss is still yours. 

While you are figuring ways and 
means to reduce taxes, a more satis- 
fying approach would be to analyze 
the setup of your entire holdings of 
securities and also your plans as to 


There may be 


what those holdings are to accom- 
plish. As an example, during the 
year you may have become more 
enthusiastic than you realize over 
a certain stock or group of stocks. 
This may have led to too high a 
percentage of your fund being com- 
mitted in that stock or group. This 
can be dangerous, as it violates one 
of the most time tested investment 
safeguards—diversification. 


~- 
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uevestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Some Thoughts for the End of the Year 


Utility stocks, for example, might 
have attracted you for the stability 
of income, the steady upward trend 
in earnings and the probability that 
they as a group might be more 
steady and resistant to decline in an 
uncertain market. With the un- 
sound holding company setups of 
the past eliminated, an increasing 
demand for power to keep pace 
with 
pointing to a steady rise in sales, 
the outlook would seem to encour- 
age investment by looking 
for steady though slow growth and 
Yet even here 


industrial and expansion 


those 


reasonable income. 
too generous a helping can upset 
the best of plans. 


State Commissions 


The Regulatory Commissions of 
the individual States are the most 
important arbiters of the future 
progress of utilities. 
has an influence, not only in using 
a particular utility problem as a 
campaign issue, but in the political 
appointments to the State Utility 
Commission. New York State, un- 
der a Democratic administration, 
might be less willing to adjust rates 
as costs rise, than, as an example, 
the State of Ohio where the present 


Politics also 


Commission has accepted the neces- 
sity of such adjustments. So it 
can be seen that even with care- 
ful selection in an obviously steady 
industry, it would not be wise to 
overload your portfolio. 


Atomic Future 


If you were more venturesome, 
you may have taken on earlier in 
the year a number of companies 
identified in one way or other with 
atomic energy. No doubt there is 
a wide and expanding future in this 
field, but there is also little doubt 
that many years will pass before 
atomic energy, as such, will con- 
tribute much to the earnings of 
companies now engaged in experi- 
mentally producing nuclear 
tors and related equipment. 

General Electric has done little 
for the investor since the first of 
the year, despite atomic enthusiasm 
at that time. Westinghouse Elec- 
tric has actually done poorly, al- 
though the stock established new 
The earn- 


reac- 


high prices in January. 
ings of the company were drasti- 
cally affected in fields unrelated to 
atomic energy, and earning ability 
is what finally counts. It is to be 

Continued on page 60 
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hoped that with a shift in top man- 
agement, Westinghouse will not re- 
peat the errors of 1955 and will 
The Insurance Inventory soon establish a more profitable 
earnings trend, as well as sounder 





Do you know how many of your clients have a realistic - ar , 
labor relations. The activities of 


Westinghouse in nuclear develop- 
ment will not for the present over- 
come these difficulties. Here again, 
too much of your money in any in- 
dustry—no matter how promising 

carries risks you should not as- 


and accurate inventory of the property insured by their 
dwelling and contents fire policy, their “all risks’’ per- 
sonal property and their burglary policies? Not many 
have these important records, is probably a true answer 
e The main reasons why insureds neglect to prepare an 
inventory are unfamiliarity and apathy. You can't force 
insureds to prepare one, but perhaps if you explained 


how much an inventory aids in expediting a satisfactory sume. 


settlement if they have a loss, and offered to help them “How — poe have too much of 
make it, they might be persuaded. It’s much easier to a good thing?” a friend asked the 
work with someone than by ourselves e This is an act of other day. The only answer is, the 
personal constructive service an agent can offer his clients question might have merit if we 
that will earn their confidence and gratitude, and impress were omniscient, but none of us 
upon them that he is “their insurance agent.”’ In these are, 

times of direct writing competition, it is important to After you have given a thought 
utilize every way you know to make personal year-round to diversification, consider whether 
service synonymous with your capital stock local agency. the securities you now hold have as 
promising a future as you thought 
The companies of the Commercial Union 


Commercial Union QGesan Grown have eatailent lavantory {oldere they had w hen you bought them. It 
Assurance Co. Ltd. for use by policyholders. These are arranged may be distasteful to admit that 
The Ocean Accident & to rn inventory-taking a simple practical the shiny brass ring you picked a 
Guarantee Corp. Ltd ae year or so ago, has become a little 
American Central yd “de agen dull or may even show glimpses 
Insurance Company 








here and there of the base metal. 


= weteon hegre f COMMERCIAL UNION = Setter to re-examine your original 
pose ay C conclusions, and if a weakness is 
ne California beset Ry renee 
Insurance Company 0) EAN GROUP found, to dispose of the sec ul ity, at 
i ”" a possible profit, than to wait until 
Columbia Casualty HEAD OFFICE ¢ ONE PARK AVENUE upthanerngrtyreasy tom 
Company the only hope is a tax loss. 


NEW YORK 
The Commercial ; 


Union Fire Ins. Co. 
The Palatine Insurance 
Company Ltd 


Union Assurance 
Society Limited ATLANTA CHICAGO SAN FRANCISCO 


Once a Year 


Such a review, even if made only 
once a year and that under the 
spur of finding a way to reduce 
taxes, should be enlightening. Too 
many of us allow time to slip by, 
particularly during a rising mar- 
ket, without giving more than pass- 
FRANK M. SPEAKMAN ing thought as to whether our plans 

Consulting Actuary are working out as projected. Even 
in a bull market there are weak- 
nesses in most every portfolio. It 


aii 











Associate 
E. P. HIGGINS 


THE BOURSE PHILADELPHIA is only by giving thought to the 
overall program that these weak- 








nesses can be systematically elimi- 
nated. 


WOODWARD and FONDILLER, Inc. During prosperous periods like 


Consulting Act ; the present, a feeling of well being 


exudes that has a tendency to dull 
Insurance Accountants ; 
our sense of proportion. It is more 


New York difficult to see that some industries 








and some companies are not really 
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showing the progress warranted by 
such a favorable industrial climate. 
These are the securities that should 
be avoided or disposed of before 
Unfortu- 
often the very 
loudly 
touted in a rising market, and to 
buy them on hopes, rather than on 
facts, may supply you not only with 


times are less propitious. 
nately, these are 
securities that are most 


tax losses, but an unbalanced port- 


folio and unpleasant dreams. 


Diversified Securities 


One more thought for the vear- 
end. If your securities are well 
diversified, if the income is satis- 
factory and the outlook for the 
companies as reassuring to you as 
when you bought them, then look 
at the list as a whole in relation to 
Have 
your holdings, during the course of 


your hopes for the future. 


this tremendous upswinging mar- 
ket, appreciated in value much be- 
yond your fondest dreams of a few 
years ago? It is possible that your 
goal, with ten years to go, may al- 
ready be reached. You may not 
realize how far you have gone in 
such a short time 

Instead of thinking of tax losses, 
the cementing of some of those fu- 
ture hopes would be in order. Such 
thoughts might result in more 
money in the savings account, more 
special purpose life insurance, the 
reduction or elimination of a mort- 
gage on your home and fewer debts. 
Your thoughts might even carry 
you to the point of closing your ear 
to conversations on the fortunes to 
be made in atomic energy, ura 
nium or automation. Perhaps you 
already have that fortune why 
not protect it? 


| heyy? 


I'm disappointed in you, Jackson. So 
far it has taken you 72 holes to sell a 
policy you should have sold in 36. 
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.to our policyowners, agents, 
employees and friends every- 
where. May your Holiday 
Season be joyous and 

your New Year 
prosperous 


Almost 
ONE BILLION DOLLARS 
INSURANCE IN FORCE 
59 Branch Offices 


Southland ;... 


Since | 
1908) 


Home Office @ Dallas 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 





BUSINESS INSURANCE 


is a prime necessity for most American businesses. The close 
corporation can solve the problem of quickly disposing of 
a deceased member's stock at a guaranteed price without 


sacrifice, hardship or possible liquidation. 


BUSINESS INSURANCE 
plus an expertly prepared stock retirement agreement 
implemented by a Colonial Preferred Whole Life contract 
provides a sound arrangement that permits a business to 
continue its normal operations despite the unexpected loss 


of an important stockholder or partner 


vP YW. THE COLONIAL LIFE 
I AS INSURANCE COMPANY OF AMERICA 


HOME OFFICE ° EAST ORANGE, NEW JERSEY 


Richard B. Evans, President 


Those Who Look Ahead See Colonial 
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Educational-Family Income Plan 


A new combination of educa- 
tional insurance with family in- 
come provisions 
intro- 

the 
Travelers under 
the title Compre 
hensive Educa 
tional Plan. 

The policy pro- 
vides proceeds to be used for the 
college education of a child; money 
is also provided to be used for the 
child or the family in event of the 
early death of the insured. 

The plan, issued on the life of 
a parent, combines $15 Family In- 
come with an Endowment which 
matures at the time a child will 
be ready for college. The Family 
Income period is the same as the 
Each $5000 
parent’s 


has been 
duced by 


Endowment period. 
provides, in event of 
death before maturity, for month- 
ly income payments of $75 pay- 
able until maturity, followed by 
the payment of the face amount. 
If the parent lives to maturity of 
the contract, the face amount is 
paid, 

Issued for periods of 10 to 18 
years inclusive, the policy is 
available at ages 20 to 50 inclu- 
sive, 


Per Further Information Cirele 209 on Card 


Equitable Offers “Package Plan” 


Under a new “Package Insur- 
ance Plan” offered by The Equit- 


62 


able, protection will be available 
to employees of firms employing 
from 10 to 24 persons. 

Jenefits will include life insur- 
ance, accidental death and dis- 
memberment coverage, weekly in- 
demnity for earnings lost througn 
illness or accident, and hospital, 
surgical and in-hospital medical 
cost reimbursements. 

Coverages range from $2000 to 
$7500 for life insurance and acci- 
dental death and dismemberment 
benefits. Weekly payments for 
loss of time through sickness or 
accident will be from $21 to $42, 
hospital daily room and 
from $8 to $15 and reimburse- 
ment for surgical fees up to $300. 


board 


For Further Information Circle 210 on Card 


Provident Adds Disability Plan 


Adoption..of a new Disability 
Income and Premium Waiver pro- 
vision has been announced by 
Provident Mutual Life. The cov- 
erage applies to whole life plans 
and to endowments which mature 
on or after age 65. 

Under terms of the contract, 
monthly income increases $10 for 
$1000 per month where a 
disability commences before age 
55 and continues to age 65. This 


each 


income continues at a_ reduced 
scale after age 65 without further 
evidence of disability and the pol- 
icy becomes full paid at that age. 


All premiums for the new pro- 


vision cease at age 55. Another 
feature of the coverage is the re- 
moval of the aviation exclusion 
clause for pilots and aircrews. 


For Further Informatien Cirele 211 on Card 


Term Life Coverage Makes Bow 

Special term life coverage with 
Small Group Annuity is now being 
offered as a package by the Con- 
tinental Assurance. 

Issued as individual policies (or 
as a group policy if state regula- 
tions permit), the package is writ- 
ten on a minimum group of 10 
lives. The coverage is participat 
ing, yearly renewable term with 
a maximum issue limit of $5000 
or more—subject to company ap- 
proval. 

The policy may be issued to all 

Small 
medical 
Also in- 
cluded is a conversion privilege 


under 
without 


employees covered 
Group Annuity 


exam and at low cost. 


for the employee who leaves the 
firm, and retire- 
ment and for death before retire- 


ment. 


provisions for 


For Further Information Circle 212 on Card 


Individually-Owned Car Policy 
A new broad 
individually-owned passenger cars 


form policy for 


has been launched 
by General Acci- 
dent Companies. 
Coverages will be 
provided at no in- 
crease in 
over the price of 
a standard policy, 


cost 


the firm announced. 

The new policy may be written 
on an annual or’ semi-annual 
basis, in states where a six-month 
policy is permitted. Coverage is 
extended only to the individual 
owner of the passenger car or to 
the insured and husband or wife. 


For Further Information Circle 213 on Card 


Private Passenger Car Coverage 

The new Automobile Disability 
and Death Indemnity coverage on 
private passenger automobiles 
will now be written by Harleys- 
ville Mutual Casualty. 

The policy, to be launched by 
the firm in Pennsylvania, North 
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Carolina, Maryland, Delaware 
and District of Columbia, will 
provide up to $50 weekly to an 
insured for injuries sustained in 
an automobile Death 
benefits up to $10,000 will be paid 
insured 


accident. 


to beneficiaries of an 
fatally injured in an automobile 
accident. 


For Further Information Cirele 214 on Card 


Safety Earns Premium Cuts 

A new “drastically-revised all- 
feature” automobile insurance 
policy and safety merit discounts 
has been announced by Citizens’ 
Mutual Automobile. 

The merit discounts, which per 
mit a driver who qualifies to cut 
his total insurance premiums as 
much as 15 per cent, could mean 
potential savings to policyholders 
of some $400,000 according to the 
firm. 

In addition to wide drive-other 
‘ar protection that includes com 
prehensive and collision coverage 
of the borrowed car at no extra 
cost, the new policy covers all 
members of the insured’s family 
instead of only the spouse. An 
other provision broadens medical 
payments coverage to include pro 
tection of the insured while he is 
a pedestrian. 


For Further Information Circle 215 on Card 


New Comprehensive Announced 

Announcement of a new Com 
prehensive Hospital and Medical 
Plan has 
made by 
Mutual Life In- 
surance Company. 


been 
Pacific 


The policy offers 

a choice of de 

ductible sums 

($100 to $500) as 

well as a choice of maximum in 

surance limits ($5000 or $7500 
Expenses covered by the plan 

include items such as_ hospital 

room, board and services, doctors’ 

fees, private nurses’ expense, and 

miscellaneous medical services 

supplies and appliances. Designed 

primarily for entire family cov 

erage, the policy will also be 

available to individual adults. 


For Further Information Circle 216 on Card 
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Aetna Group Offers Family Plan 

The Aetna Insurance Group has 
announced a new Family Hos 
pital Policy and an_ Individual 
Hospital Policy, currently being 
offered in all states except Illi 
nois, West Virginia and California. 

Benefits are paid for a max! 
mum of 100 days while the in 
sured or covered member of his 
family is confined to the hospital 
as the result of accident or sick 


ness. Up to $15 a day for hos 


by prov iding better service 


pital confinement will be avail 
able. 

In addition to the daily hospital 
benefit, a stipulated sum will 
cover miscellaneous hospital ex 
penses. Depending on premium 
paid, as much as $150 will cove 
blood transfu 


costs of X-rays, 


sions, laboratory tests, anesthe 
tist, use of operating room, ad 
ministration of oxygen, necessary 


hospital supplies (including new 


Continued on page 64 


through time 


gained by greater office efficiency. Just ask 
our Agency Management Service Division 


hoenix 


The Phoenix Ins. Co. 

The Connecticut Fire Ins, Co. 
Equitable Fire & Marine Ins, Co. 
Minneapolis Fire & Marine Ins. Co. 
Reliance Ins. Co. of Canada 


of HARTFORD crour— 


Agency Management Service Division 


Phoenix of Hartford Group 


3212 Woodland St., Hartford 15, Conn 


Please send me information on the following phases of my operations 


Record Management 
Collection Control 
Name 

Agen y 

Street 


City 


Production Ideas ‘a 
Short Cuts [ | 


Zone 





Contracts and Policies 


Continued from page 63 


and expensive wonder drugs) and 
from 
the hospital. A surgical indemnity 
rider providing up to $500 for 


ambulance service to and 


surgical benefits may also be pur- 
chased, 


Vor Purther Information Cirele 217 on Card 


Non-Can Disability Policy 


A new non-cancellable guaran- 
policy 
American 


teed renewable disability 
has been issued by 
United Life to complete its income 
protection program, 

Written for men only, the pol- 
icy will provide from $50 to $500 
monthly payments in the event 
of total disability due to acciden- 
tal bodily 


House 


injury or sickness. 
confinement is not re- 
quired, 

Other features of the coverage 
include waiver of premiums after 
90 days of total disability and no 


aAttice 


AUTOMOBILE 
FIRE & EXTENDED GOVERAGE 


indemnity because 


of occupational change. No dis- 


reduction in 


eases are excluded. 


For Further Information Circle 218 on Card 


1000-Day Hospitalization Policy 


A new hospitalization policy to 
pay for 1000 continuous days in 
the hospital is now being offered 
by the Combined Insurance Com- 
pany of America. 

The coverage includes room 
and board at $15 per day and up 


to $500 for surgical operations. 





WHAT THE NUMBERS MEAN 


\f you would like more information 
about one or more of the policies or 
lines reviewed here, circle on the card 
between pages 64 and 65 the num- 
ber or numbers following those items. 
Write your name and address on the 
card and drop it in the mail. 











Depending on length of stay in 
the hospital, 
penses in units of $100, $200, or 


miscellaneous ex- 


$300 are available on a_ blanket 

and unallocated basis. 
Other features of the 

Plus Policy are 


$15,000 
return of all 








American Equitable Assurance Company 


Globe & Republic Insurance Company 


Merchants and Manufacturers Insurance 


Company of New York 


New York Fire Insurance Company 


Corroon & Reynolds, Ine. 


MANAGER 
92 William Street, New York 38, N. Y. 


premiums paid for the past ten 
years in event of accidental death 
of principal insured, from $1000 
to $2500 for 
first aid and ambulance expense 


poliomyelitis, and 


benefits. 
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“Major Protective” Policy Started 

A new low-cost Major Protective 
announced by 
Issued for 


policy has been 
Phoenix Mutual Life. 
a minimum of $25,000, the contract 
gives policyholders the benefits of 
economies involved in issuing poli- 
cies for larger amounts. 

Under this plan women will re- 
ceive premium reductions based on 
their longer life span. This will 
be a three-year advantage, allow- 
ing—for instance—women of 35 to 
pay the same premium as a man of 
82. This reduction is to hold true 
for women of all ages from 0 to 70. 


For Further Information Cirele 220 on Card 


Contracts and Policies Notes 
Acacia’s board of directors has 


amended the firm’s by-laws to per- 





NEW YORK 





of New York 


Organized 1918 


of America 
Established 1862 


Organized 1849 


Incorporated 1832 





Losses paid exceed Three Hundred Fifty Million Oolics) az, 


THE SPECTATOR 





mit issuance of insurance on ap- 
plicants between the ages of 66 and 
70 on two Acacia policy forms. 

Bankers Life has announced a 
new dividend scale effective Janu- 
ary 1, 1956, which will increase the 
dividends paid on Ordinary poli- 
cies in 1956 by 15 per cent over the 
1955 schedule of dividends. 

Connecticut Mutual Life has re 
vised its dividend scale upward to 
distribute to policyholders $21,950,- 
000, a rise of $2,600,000 over the 
total to be distributed in 1955 and 
$805,000 more than would be dis 
tributed in 1956 under the current 
dividend scale. 

Home Life has liberalized under 
writing of military risks with the 
only restrictions remaining neces- 
sitated by training hazards, for- 
eign service and other factors 
applying particularly to younger 
men entering service by way of 
enlistment or draft. 

National Life will continue its 
current dividend scale for 1956 
Set up two years ago, this scal 
represented the largest increase in 
dividend payments in the 105-yeai 
history of the firm. According to 
estimates, dividends payable 1 
1956 will aggregate $12,400,000 
an increase of 9 per cent over 1955 

Nationwide Mutual Insurance 
Company has announced a new 
auto insurance classification plan 
which will give rate cuts to Rhode 
Island owners of older model cat 
effective November 1. 

New England Life has announced 
a reduction in rates on Ordinary 
policies issued for amounts of 
$5000 or more, effective November 
1. An inerease in the dividend 
scale will mean allocation of 
$27,020,000 to the firm's policy 
holders in 1956 as compared with 
$23,200,000 distributed in 1955. 

Northwestern National Life has 
liberalized underwriting rules on 
private pilots to provide that pilot 
age 30 and over with more than 400 
hours of solo experience, flying le 
than 110 hours annually, may apply 
for up to $75,000 at standard rate 
without an aviation exclusion ride 

Phoenix Mutual Life has an 
nounced changes in underwriting 
procedures to include a new reten- 
tion limit of $500,000 on standard 
risks for all ages 0 to 70, without 


reinsurance. 
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Personal 
Articles } 
Floater ’ 


Few policies are better calculated to give your holiday sales 
a lift than the Personal Articles Floater. This is a special, all 
risk policy designed to cover just the sort of things that Santa 
brings so many folks for Christmas 


Jewelry Silverware 
Furs Golf Equipment 
Cameras Musical Instruments 


Art Objects 
Stamp and Coin 
Collector’s Items 


Any or all of these items (and many others) may be insured 
under the Personal Articles Floater . . . with only ONE mini- 
mum premium . ONE policy instead of several. 


The Personal Articles Floater is only one of many modern 


Inland Marine forms offered by the American Casualty 


Company. For further information, write 


American Casualty Company 


READING, PENNSYLVANIA 











Frank E. Gerry 


1014 Hope Street 
Springdale, Conn. 


Frank F, Savage 


MILES M. DAWSON & SON, INC, 


Consulting Actuaries 


154A Newbury Street 
Boston 16, Mass. 








Edward D. Brown, Jr. Jean Conrad 
CHICAGO 





BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 


Consulting Actuaries 








Robert A. Richardsen 
CLEVELAND 





PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


USE REPLY CARD ON PAGE 64 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested, Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
It merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











IAC Starts Agency Newsletter 

The Insurance Advertising Con- 
ference, representatives of lead 
ing stock fire and casualty com- 
panies, has compiled eight pages 
of data on the advertising pro 
grams of agents’ groups and of 
local agencies 

Presented as the first of a se 
ries of folders, the [AC’s “Agency 
Service Newsletter” contains not 
only brief descriptions of a large 
number of these local ad_ pro- 
grams but also the addresses of 
people who can supply samples of 
these ads. Present plans call for 
IAC to prepare such a Newsletter 
regularly throughout the year, 
principally to assist local groups 
of fire and casualty agents to pre 
pare their own advertising 


Por Further Information Cirele 90 on Card 


ACLU Issues Announcement 

The American College of Life 
Underwriters has issued its an 
booklet to 
agents interested in attaining the 


nual announcement 


CLU designation 

Materials included cover aims 
of the 
CLU designations, standards for 
attainment of CLU designations, 
taking examina 


College, significance of 


procedure for 
tions, and preparation for CLU 
examinations 

A calendar of important dates 


66 


on filing of applications, payment 
of fees, and examinations for the 
next three years is a handy addi- 
tion to the publication. 


For Further Information Cirele L on Card 


Protection Equipment Lists 
A pamphlet containing accident, 


automotive and burglary  protec- 
tion equipment lists has been re- 
leased by Underwriters’ Labora- 
tories Ine. 

Each list includes summaries of 
general information cards and of 
listing card reports in effect at 
date of publication. Listings are 


arranged alphabetically as to sub 


ject and alphabetically by name of 


listee under each subject. 

Also available to users of the 
lists are sections on Installation 
and Usee, Follow-Up Program, and 
How to Use the Lists. 


For Further Information Circle 2 on Card 


Booklets on Inspection Reports 


The Retail Credit Company has 


released two new booklets on in 
spection reports as applied to life 
firms and to property and casualty 
companies. 

The life 
Selected 


these questions: why are they se 


Million 


answet 


booklet, “93 
Policyholders,” 


INSURANCE 


lected, how is selection made, who 
makes investigations of applicants 
and by what process, what can 
agents do to help the inspection 
process work to full advantage, and 
how effective are inspection reports 
in helping agents and firms accom- 
plish sound selection of risks? 
“The Why and How of Inspec 
tion Reports” is a publication deal 
ing with the property and casualty 
lines. Questions answered include 
why inspect the risks, what are the 
benefits of inspection reports, what 
are in inspection reports, and what 
do they look like, and how do the 
inspectors get the information? 


For Further Information Circle 3 on Card 


Direct-A-Call Phone Offered 


A modern, low-cost inter-office 
telephone system offering the ad 
vantage of telephone communica 
tion combined with two-way loud 
speaker station, voice paging, con- 
ference circuit and loud bell signals 
for noisy areas, is now available 

The two-to-ten station unit, 
called the Direct-A 
Call, is being produced by Connecti 


Connecticut 


cut Telephone and Electric Corp 
Operating from a standard electri 
cal outlet, the phone uses no bat 
teries or tubes 


For Further tnformation Circle 4 on Card 


Direct-A-Call Phone 


THE SPECTATOR 





“Corporate Fiduciary Bonds . . .” 


Corporate fiduciary bonds and 
their role in protecting the assets 
of estates are discussed in a recent 
booklet, “Corporate Fiduciary 
Bonds—-A Safeguard of Estates.” 

Published by the Surety Asso 
ciation of America, the booklet ex- 
plains the duties of fiduciaries 
such as executors, administrators, 
guardians, trustees under will. 

Safeguards such as joint control 
and periodic reviews or account 
ings which fiduciaries generally 
are required by law to file are dis- 
cussed in the publication. Also in 
cluded are sections on loss preven 
tion and loss payment with case 
histories; the advantages of cor 
porate over personal suretyship; 
the surety company’s functions, 
and reasons for bonding executors 


For Further Information Cirele 5 on Card 


Professional Appraisals Studied 

A new study of the uses and ad- 
vantages of professional appraisals 
has been prepared by Marshall and 
Stevens, valuation engineer 

Titled “What Every Property 
Owner Should Know About Ap 
praisals,” the pamphlet is designed 
for anyone who needs accurate in 
formation about property value 
owners, investors, insurance agents 
and brokers, accountants, lending 
institutions, real estate agents 

Included In the booklet are 
graphic discussions on What is 
Value, Co-Insurance, Depreciation 
and Obsolescence 


For Further Information Cirele @ on Card 


w “ 
Worry-Go-Round 

“The Worry-Go-Round’ is a 
sprightly new booklet published by 
the Connecticut Mutual Life. Sub 
titled How to Understand Your 


Kveryday Tensions, the publication 
tells its story through a series of 
cartoons. 

These illustrations dramatize the 
more common causes of emotional 
disturbances, particularly as the 
affect businessmen 


For Further Information Cirele 7 on Card 


Ad Awards for Agents & Brokers 


The Insurance Advertising Con 
ference has released data on its 
fourth annual advertising awards 
program for agents and brokers 

Purpose of the IAC annual 


December 1955 


awards’ is to give recognition to Folders Tell of LIAMA Booklet 


agents and brokers for outstand- 


* . >» j £ 7 spa . 
ing, imaginative and effective use Promotional folders containing 


of advertising. Any agent or bro- data on a new booklet, “Education 
ker in the U. S., its possessions and Training Opportunities for the 
Life Underwriter,” are now avail 
able through the Life Insurance 
Agency Management Association 

Entries must be submitted to the The LIAMA has announced plans 


Board of Judges before March 3 for early publication of the pam 


and Canada, who represents stock 
fire and casualty companies, my 
enter. 


1956, and should contain only ex- phlet which will represent efforts 
of representatives of 13 trade as 
sociations composing the Advisor) 


Council on Life Underwriter Edu 


hibits of advertising or publicity 
used during the calendar year 
1955, the IAC has announced 

Continued on page 68 
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ESFEY 


OPEN SHELF FILING 
SAVES FLOOR SPACE! 


Here is a typical onventional File Department, 49 feet by 27'/, feat in dimensions 
The first diagram shows the room filled with conventional sliding-drawer file cabinets 
five drawers each. The lower diagram shows the same room using the Estey Open 
Shelf Filing System. More than half of the floor space area is saved! 





—— a 


200 Five-drawer 
File Cabinets 


26,000 FILING INCHES 
CAPACITY 


Using Floor Space totaling 


1,347'/2 
SQUARE FEET! 

















ESTEY Open Shelf 
Filing Units 
28,665 FILING INCHES 
CAPACITY 
Using Floor Space totaling 


630 
SQUARE FEET! 























Whatever the individual need or filing problem is, 
ESTEY Open Shelf Filing Saves! 


Saves Walking Time 

Speeds up Filing and Finding 
Increases Reeords Availability 
Reduces Fatigue 


Increases Efficiency 


Write for Mlustrated Brochure 


ESTEY 


METAL PRODUCTS, Inc. 


ONE CATHERINE STREET RED BANK, N. J. 














COMPLETE Aue RICA, N PROTECTION 


ini RIC. AN 


~_REINSUR INCE Sina be 


Meta et Seem tn a 








Your own monthly HOUSE ORGAN for your customers and prospects. Your 
name, address, etc., imprinted on front page. Space 244" by 44%" on back page 


for your personal message. 200, $8.00; 1,000, $16.00, 


Luther Kohr Enterprises. Box 501, York, Pa. 








Products and Services 
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cation and Training. Institutional 
training opportunities available un- 
der the CLU, LUTC and Campus 
Training programs will be de- 
scribed in the publication. 


For Surther Information Cirele 9 on Card 


New Educational Service 

“The shy ones” is the title of a 
pamphlet printed by the educa- 
tional service department of Edu- 
cators Mutual. 

One of a series of booklets about 
handling difficult students, the 
pamphlet is written by a child psy 
chologist and furnished free to 
teachers and parents. “... the shy 
ones” answers in readable manner 
questions such as who’s shy, why 
shy and what can be done. 


For Further lnformation Circle 10 on Card 


Insurance Protection for Churches 

A handbook to aid clergy and 
lay trustees in providing adequate 
insurance protection for churches, 


Life and Casualty IS GOING PLACES! 


Life and Casualty's 


eipansion into three 


*% Entered State 
of California 
February, 1955 


new states in less than 
three years, plus the 
constant expansion of 
existing territory, has 
meant faster promotion 
for many L & C field 
men. It pays to be with 
a company that is 


“going places.” 


‘ife and Casualty 


Yai tance G ampe Ao] i Tosser 





THE SPECTATOR 





church property and church em 
ployees has been issued by the As- 
sociation of Casualty and Surety 
Companies and the National Board 
of Fire Underwriters. 

The 32-page booklet, “A Guide 
to Property and Casualty 
ance on Churches,” 


Insur- 
explains the 
need for church insurance and sug- 
gests a method for 
church needs and tailoring the in- 
surance program to them. 


surveying 


sion of the New York State Insu! 
ance Department, the booklet traces 
the growth of industrial credit in 


surance 


For Further Information Cirele 14 on Card 


Freight Claim Reduction Aid 


“Poster Plus,” a new packaged 
program to reduce freight loss and 
damage has been announced by the 
Associations, 


American Trucking 


Freight Claim Section 


it with reasonable assurance of se 
curing and maintaining interest of 
freight handlers 

phases of prevention 
They are: the 
short 


Four basi 
are emphasized 
causes behind human error; 
loading, and errors in 
Three 


months will be devoted to each of 


ages; pool 


unloading and delivery 


Continued on page 70 


ADVERTISING 

PICTURE POST CARDS 

Ask for samples. C. L. Manning, 
any carrier, large or small, to adapt P.O. Box 392, Springfield, Illinois 


Also included is a detailed de 
scription of the various kinds of 


The freight claim reduction pro 
gram has been designed to enable 
insurance coverages required for 
sufficient church protection. 


For Further Information Circle 11 on Card 


Depression-Proofing U.S. Economy 


“Can We Depression-Proof our 








NO. 4 OF A SERIES 


Kconomy?” is the title of a new 
public ation recently released by the 
Chamber of Commerce, Economic 
Research Department. 

The booklet assembles the newer 


Service does Pay 


Says a Pearl-American Agent on Long 
: Island, N.Y. This is his story: 

further suggestions to help fortify “One thing which we pede oureclves on 
the U. S. economy against serious 


anti-depression weapons and. as- 


sesses them. Also presented are 


keeping our customers and other folks 
contractions, in the community up-to-date on what is 


from ‘new in insurance Recently your field 


available 
Depart / man briefed us very thoroughly on the 


Pamphlets are 


the Economic Research 
Homeowners Policy and shortly after we 


ment, Chamber of Commerce of the 
United States, Washington 6, D. C. 
Price is $.50 a copy. 


onducted a newspaper, mail, phone and 


personal call campaign on the poliey One prospect we called 


upon had all the Homeowners coverages but under separate 
For Further Information Cirele 12 on Card 


policies. Naturally we could show him quite a saving ind as a 


Pearl American Issues Ad Series consequence a sale was quickly made, While I wa 


, details for writing the policy he mentioned that his 
Pearl 


sued a folder “Service Does Pay,” 


securing the 
father should 


American Group has is- have a policy of this kind too and before | left he had made an 


appointment for me to see hi father lo make a long story 


featuring 12 advertisements in a hort. | sold the father a Homeowners Policy and in addition 


series which emphasizes the value 1 am now making for him a complete insurance survey Among 


of service. other interests the father has a factory employing approximately 


Each eight-by-ten ad sample in 150 people, so not only has our service paid off in immediate 
the folder tells a story of gains de ules but in increased opportunity as well 
rived from service by an indepen- Every Pearl-American A gent has at his command the jac ilities 
C ne the world’s greatest companies. We invite your inquiry 
dent local agent. On each ad _ be- of one of 4 ym / 
ee a bb he et te tt 
WE BELIEVE 

the properly qualified “Independent” local agent can best SERVE the 

insuring public, Unlike the *‘Captive’’ agent he is free to utilize the in 

surance facilities of the u orld n the present and continuing struggle 
Independent" and ‘Captive’ agents ut is important that this 
Independent Local Agent” to SERVE be emphasized 


neath the story of service is a 


paragraph stressing the company’s 
positive attitude toward the inde 
> > ‘ mnt « 7 an 
pendent agent and his capacity to ener 
capacity of THI 
again and again, This serves 
Independent pe is publi 


serve 
of twelve actual stories of everyday service 


agents rendered by hed in that spirit. Reprints 
ure available without co } ati 


LO OOOO LOLOL ONE OE ONE ONE ONE ONE 


The complete folder of 
experiences is available to all who 
request it without cost or obliga 


tion, the firm has 


announced ) \ 
For Purther Information Cirele 15 on Card ‘ 
Credit Insurance Growth Traced FARL FRICAN 
A publication, “Credit Insurance PEARL ASSURANCE COMPANY, LTD 
THE EUREKA SECURITY FIRE & MARINE INSURANCE CO 


MONARCH FIRE INSURANCE COMPANY 
HOME OFFICE: 19 RECTOR ST., NEW YORK 6,N.Y. 


INSURANCE 
GROUP 


Its History and Functions,” has 


been issued by the American Credit 








Indemnity. 





teprinted from Examination of 


Insurance Companies with permis- 


December 1955 
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the phases. Six posters will pre- 
sent preventive messages in con- 
nection with each cause 


For Vurther Information Cirele 15 on Card 


Public Insurance Adjusting 


“Questions and Answers” 


& 


ge 


a. 


j 


& EASTERN DEPARTMENT Philadelphia 


booklet of ‘facts you should know 
about public insurance adjusting, 
has been released by the National 
Association of Public Insurance 
Adjusters. 

The publication intends to clari- 
fy the role of the public insurance 
adjuster in the planning of insur- 
ance protection. Covered in the 
booklet are questions such as what 
is a public insurance adjuster, why 
do I need help in filing an insur- 
ance claim, will the insurance com- 


Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY . ( oe 1848 
OHIO FARMERS INDEMNITY COMPANY 


LeRoy, Ohio 


PACIFIC COAST DEPARTMENT, Los Angeles 


ae A 
iy \, ait P , aif. ae 
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ye a en a i i i 
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“lear this out... 


¢ 


IF YOU WANT 
MAILING LISI 


Each month thousands of 


service, without obligation. 


MAIL | NAMI 


Cc STREET & NO. 


CITY. 





ens eee ew ewww 2 BS fF w® 2 we eee |S | E 


YOUR NAME ADDED TO A 
FOR HELPFUL 


insurance men are 
one or more of our specially designed brokerage publica- 
tions, packed with money-making ideas, facts and figures, 


You, too, are invited to take advantage of this profitable 


Surplus business only is solicited from agents of other companies 


MAIL, TODAY TO BROKERAGE DEPARTMENT 


State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


¢ 


SALES AIDS 


receiving 


STATI 


ee eee eee ee eee ee ee ee ee ee es 


ee ee ed 


pany recognize an accredited public 
insurance adjuster, and why should 
I engage an accredited public in 
surance adjuster to collect what is 


) 


rightfully due me‘ 


For Further Information Cirele 16 on Card 


Home Office Underwriter Exams 


Information on home office un 


derwriter examinations has been 
released by the joint education and 
examination committee of the 
Home Office Life Underwriters As 
sociation and the MJnstitute of 
Home Office Underwriters 
Materials 


dates and 


covel purpose ot 


exams, eligibility fo 
exams and suggested reading. Als¢ 
included is an application due 


March 1, 


tion. Fees are explained 


1956—and an examina 


For Further Information Circle 17 on 


Automatic Electric Stapler Bows 


An automatic electric stapling 


machine has been introduced by 


the Staplex Company. The Stapl 


Electric Stapler 
automatically as 


A-Matic 


800n as 


staple 
paper or cloth is inserted 
into the unit 

According to the manufacturer 
new features are: (1) the machine 
holds 5,000 
formed staples; (2 


standard size pre 
the reloading 
operation takes only two seconds, 
and (3) the stapling position is 
easily adjustable to a reach of 9% 
inches. 


For Further tafarmation Cirele 18 on Card 


National Union “Boosters” 


Monthly 
the National Union Insurance Com 


bulletins published by 


panies serve as production boosters 
for the firm’s agents. 

The November-December 1955 
Dollars—Pre 


issue titled “Extra 


THE SPECTATOR 





Profit”’ 
opportunities for the agent to write 


mium Commission stresses 
policies for the overlooked or poor- 


ly covered individual or business 
The “how” 


explained. 


man. and “where” are 


For Further Information Cirele 19 on Card 


Gift Service for Executives 
An for 


tives problem of 


unusual service 
the 


the 


execu 
solves gitt 
The Ce 


tif-A-Gift Company has announced 


selection for giver 


a system whereby gift recipient 
will choose their own gifts from a 
wide range of merchandise and 
food packages 

The businessman 
to the 


much he 


sends hi gift 


list firm, specifying how 


wants to spend for each 
Then the 
colorful gift 
the 
lustrations of the many 


which the 


person company mails a 
in the 


with 


announcement 
name of businessman 
items from 
recipient may select hi 
gift. 

The recipient indicates his choic« 
on a special business reply card 
Certif-A-Gif 


item 


returns it to 
The 
the 
the 


and 
selected j 
the 


gift 


Company. 
individual by 
the 


shipped to 
company in name of 


giver 


For Further Information Cirele 20 on Card 


Smoke Odor Service 
A new Airkem, 


up sel 


publication by 


smoke odor service, points 
vices rendered by the firm in elim 
inating smoke odors from automo 
biles, homes and business estab 
lishments. 

A series of histories ex 
Airkem 


size of 


case 


plains how can aid in re 


ducing the claims for fire 


damage by deodorizing the prem 
the 
problem, presents the solution and 
explains the 


saved 


Each case history outlines 


ises 
results in terms of 


money the insurance com 
pany 


For Further Information Cirele 21 on Card 


Traffic Safety Award Program 

The second 
program for 
publications doing the best 


nationwide awards 


editors of company 
public 
traffic 
the 
American Association of Industrial 
Editors. 
Publications 


service job in promoting 


safety has been announced by 


between January 1 


and December 31, 1955, are eligible 


to enter the awards competition 


December 1955 


Deadline for entries is January 15, 


1956, and prizes will be given for 
trafhic 


Applications 


safety only 


and requests fot 


source material and additional in 


formation should be sent to John 
W. Pratt, 
Award 


Ledger 


chairman Traffic Safety 
Program, Room 637 Publi 
Building, Philadelphia, Pa 


For Further Information Cirele 22 on Card 


IBM Releases Agency Brochure 
“IBM 


Casualty 


Accounting for Fire 


Agencie 


ana 


Ins lrance 


the title of a 
preparation of reports and recor 
by automatic IBM machines 
Printed in three colors on gl 
stock, 


lustrated by 


the brochure is fully 


way of helping to ¢ 
plain 


ords, unit loss records, losse pa 


records, general ledger accountil 


cash 


Also included is a section 


service 


on IB 


records and other 


electronic equipment 
tions and descriptive text 


For Further Information Cirele 245 on Car 


SAME AMOUNT OF RECORDS 


IN HALF THE SPACE! 


WITH DOORS > 


For Maximum Record Protection 


and 


ee 


q WITHOUT DOORS 


For Greatest Record 


Accessibility! 


HERE’S HOW THE VISI-SHELF 
SYSTEM CAN SAVE YOU 
| PACE — TNE — MONEY 





Floor Plan of an Actual Filing 
Area Before Installation of 24 


the Visi-Shelf Filing System 


This area was occupied by 196 four drawer letter filing cabinets with 


a filing capacity of 784 drawers or 20,776 filing inches. 


Floor Pian after Installation 24 


of the Visi-Shelf Filing System | 


90 Visi-Shelf Filing Units, occupying less than half the original filing 


area, hold all of the records previously filed in the entire filing area! 
These units, with a filing capacity of 25,380 filing inches offer 4,604 


more filing inches — an increase of 25% in filing 


Don't Delay! 
Send for full details of this remarkable 
new Filing System! 


Visi 


105 Reade St., 


New York 13, N. Y. 


SHELF FILE,INC. 


capacity 

aTrTrrretertirtrrreefteetes TL 
5 Visi-Shelf File, inc. SP-12 
105 Reade Street New York 13, WN. Y. 
Please send free catalog describ- 

ing the new Visi-Shelf Filing System. 


Firm Nome —__ — 
Address _.. — 
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Salutations for All Lines 


FPVAE time for that old multiple 

line salutation is here. Sea 
son's Greetings. That means in 
pite of alleged unfair practices, 
yun Jumping on new filings, vague 
promises, ambiguous and confus- 
ing advertising practices, we can 
relax and smile at each other lony 
with 


enough for the actuaries 


the aid of their new electronic 
brains) to bring forth statements 
of the past year’s activities. 
We hope these 


be bright enough to enable us to 


statements will 


hold the season's felicitous smile 
for at least a few months 

The reasons some of us may 
lose our smiles too quickly, or 
may extend our greetings with 
out a smile, are of two general 
One, lack of coordina 
tion in the industry, and two, lack 


categories, 


of efficiency in our sales methods 

Like a troop of raw recruits we 
seem to find it difficult to keep in 
step as we start a new maneuver 
Perhaps we have too many officers 

too many conflicting commands 
There are so many bureaus, as 
sociations and groups of various 
all of 
accorded the 


degrees of importance 
which must be 
proper degree of respectful atten 
tion—that we find ourselves in a 


confusing situation struggling to 


do something for everyone but 
daring to do nothing. 

Since all of our ayents are (o1 
should be) multiple line, and most 
of our companies are now (0) 
oon will be) multiple line, obvi- 
ously all future planning, rating 
and development must be on the 
multiple line level. 

If we 


visory and 


cannot combine our ad 
rating associations, 
then let’s form a top planning and 
coordinating association or clear 
ing house to review and integrate 
these new so-called multiple line 


programs 


And in this corner, Battling Mouse 
McCloskey, weight 135, fully protected 
by the Apex Insurance Company 


Not only must we integrate the 
new, but we must integrate the 
old, and the old with the new 
Otherwise we can but add more 
confusion 

No plea is this for elimination 
work- 


beginnings we 


of competition; indeed, by 


ing from sound 
will improve our stature in the 
public eye by offering soundly 
competitive propositions 

The second cause of rapid smile 
sales 


erasure is our inefficient 


procedure. We who have spent 
40 Many years convincing the pub- 
lic that the old policies are the 
best, now find it hard to believe 
in new policies ourselves. 
Having examined the public’s 
future needs, having carefully de- 
veloped and tested the new poli- 
cies which will be required to 
meet these needs, then let’s make 
our customers want these new 
models not just accept them 
under protest Our salesmen 
should be consulted and educated 
to the point where they see the 
need and salability of these new 
models. Then they will be in the 
position to do an adequate job 
of supplying their customers with 
the proper forms of protection to 
meet individual requirements. 
The hardest thing in the world 
to sell is something that is not 
understood. It would pay us well 
to educate not only our sales force 
but our customers as to what we 
are doing and why The old 
models just won’t measure up to 
his demands. The new models are 
developed and have been con 
tinually improved to save him 
time, money and worry. Let’s “in 
troduce” our new models instead 
of stacking them on shelves all 
over the country 
If you want to hold that smile, 
if you want to enjoy a prosperou 
1956, don’t wait for a nationally 
advertised educational program 
Don’t wait for printed brochures 
this is multiple line year—the 
new models are here! They’r 
broader, and bigger, and bette 
and more beautiful It is up te 
you and everyone else engayed i 
the insurance business to launch 
an individual educational cam 


paign, 
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Season’s Greetings! Ring the 


bell and tell the people! 


The Actuarial Mind at Work 


(From an interoffice memo of an 
insurance company 


“A review of correspondence sub- 
mitted with yours of June 1, 1955, 
indicates a reconciliation between 
records is near, an opinion based on 
the affirmative reciprocity to indi 
vidual adjustment discrepancies oc 
curring on monthly statements due 
during August 1, 1954 through 
March, 1955, with conclusive align 
ment for the period in question, 
now only contingent upon the as 
sured’s acceptance of our interpre 
tation of the premium balance, an 
explanation to which follows 

“Specifically, we refer to memo 
randum dated November 22, 1954, 
identified “EX. 1” containing a 
breakdown of corrections for Au 
gust and September, 1954, and 
while, as previously mentioned, 
agreement has been established 
with respect to the components, ex 
ception is made to their method of 
applying items to obtain an overall 
premium due the Company quoted 
at $132.03.” 


On the Street 


There’s much loose talk about 
flood insurance. If (instead of set 
tling down to long range control of 
the cause of floods politician 
wish to pay for losses sustained by 
a selected group of persons at 
fected by a certain kind of disaste) 

such as flood—and, if they wish 
to pay for this kind of relief out of 
gyeneral taxation, why don’t the 
say so? But don't call it “insu 
ance,” 

In terms of social welfare, the 
people who need “insurance” most, 
invariably don’t have it This i 
true even of such common, ever\ 
day, widespread hazards as Fire 

by the way, “Social Security 
isn’t insurance 

That old debbil government 
with eves (and votes) for the “gen 
eral welfare” is delighted to jump 
on any “insurance bandwagon 
One day it’s called “health,” an 
other day it’s “automobile,” the 


next day it’s “flood.” 
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OLD SUPERSTITIONS 


and what they mean 


Spilled salt is a warning of evil nearby. Since good spirits 
live to your right and bad spirits to your left, you must 
quickly throw a pinch of salt over your left shoulder to 
bribe evil against doing you harm. 


However, the kind of protection most people believe in 
today is that offered by a Comprehensive iDwelling or 
Homeowners Policy. (Now available in most states.) 


tHe London & Lancashire 
GROUP 


LANCASHIRE THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. © ORIENT INSURANCE COM 
GROUP PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. «© SAFEGUARD INSURANCE 
iy COMPANY OF NEW YORK . STANDARD MARINE INSURANCE COMPANY, LTD 

Five ae . LONDON & LANCASHIRE INDEMNITY COMPANY Of AMERICA 


LONDON S 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


the 
AMERICAN 
APPRAISAL 
company 


leader in property valuation 


Home Office: Milwaukee |, Wis 














These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


COMPANY: Expansions 
Mergers, New Organizations 


(, ¥. Starr has been elected chair- 
man of the board of directors 
of the Philippine American 
Life. He is chairman of the 
hoard of C, V. Starr and Co 
and of American International 
Underwriters Corp 
Lon Hocker, vice president and 
yeneral counsel of the Missouri 
Insurance Company, has been 
elected president of the firm 
Navarre has been re 
Michigan State In 
urance Commissioner. Mr. Na 


Joseph A. 
appointed 


varre has headed the insurance 
department since 1951 

Oliver P. Bennett has been ap- 
pointed lowa State Insurance 

Commissioner, Mr. Bennett is 
former state senator and former 
legal adviser for lowa selective 
service headquarters 

Joseph J. Hess has been elected 
president of the Knights Life 
Insurance Company. 

Robert D. Jackson has been 
elected president of the Pilgrim 
Life. Previously he was the 
firm’s secretary-treasurer 

Dominique 


Leca, president di 


rector general of Union-Life, 
Paris, France, has been named 
president of the Fire, 
Accidents and Risks Company 


Union 


and of the Union-Life Company. 
Robert Hill Horton, CLU, has been 
appointed to the post of execu- 
tive vice president of Cosmo- 
politan Life. He is former man- 
ager of the Overton Park, Tenn., 
district for another firm 
R. Gulley has been named ex- 
ecutive vice president of the 
Insurance 


Missouri Company. 


He moves up from vice presi- 


dent and director of agencies. 
Garnett E. 


named executive vice president 


Cannon has been 

and a member of the board of 

directors of Standard Insurance 

Company. He moves up from 
vice president and actuary. 

W. Ray Webb has been appointed 
vice president of Provident Life 
and Accident, succeeding M. C. 
Nichols. Mr. Webb was_ pro- 
moted from vice president, 
group department. 

W. R. Ehrmanntraut has been ad- 
vanced from manager of the 
American Surety Company met- 
ropolitan branch office to resi 
dent vice president 

Ray T. 
vice president and treasurer of 
National Bankers Life. In the 
insurance field since 1943, Mr. 


Compton has been named 


Compton has been with Na- 
tional Bankers Life since 1951. 

John L. Magenheimer and R. P. 
Stockham, assistant U. S. man 
agers and vice presidents of the 
North British Group, were re- 
cently elected vice presidents of 
Central Surety. 

Everett G. Judson has been 
elected a vice president in the 
investment department of the 
New York Life. He has been 
second vice president. 

Ronald F. Dadd, U.S. secretary of 
the London Assurance and sec- 
retary of the Manhattan Fire 
and Marine Insurance Company, 
has been promoted to assistant 
manager and vice president of 
the companies respectively. 

John J. Campion has been named 
vice president of Phoenix In- 
demnity, 


Columbia Insurance 


New Company Presidents 


Henry S. Beers, Aetna Life Affiliated Com 


panies 


W. P. Stalnaker, Standard Insurance 


Donald H. Miller, American International 
Marine Agency 


i dienlneemememenemmnenmneel 
Company of New York and 
United 
and appointed resident manage! 


Firemen’s Insurance 
of London Guarantee and Acci 
dent and Phoenix Assurance. 

Ray C. Holt, Seattle branch man- 
ager for American Automobile 
Insurance, has been elected to 
the position of resident vice 

president 
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C. Fellows has joined Johnson 
und Higgins as vice president in 
charge of the 
office. Previously ne 


president of the Charles W. Sex- 


new Minneapolis 


Was Vice 
ton Company. 
Walter E. Tesch has 


pointed resident 


been ap- 
vice president 
and manager of Southwest Gen- 
Insurance Company of 
Dallas, at Houston. He is for 
mer marine superintendent for 
Aetna at 
Sidney G. 


eral 


Houston 

Behlmer has 
elected vice president and sec- 
retary of the Hartford Fire In 
Mr. Behlmer moves up 


of the 


been 


urance 


from assistant manage} 
firm’s western department 
Ben L. Culwell has 


\ ice 


been named 


president of Southwest 
General Insurance He has 
ecretary of the com 
1955 

Charles FE. Gaines, executive asso 
director of the Institute 
Marketing at 
Methodist 


appointed 


served as 


pany since January, 


Clate 
of Insurance 
Southern University 


has been vice presi 


dent and director of 


agency 
Life 
Charles E. Ray, manager of the 


Tennessee 


A & § department of Indianapo 
lis Life, has been appointed vice 
and 


president manager of the 


Associates Income Insurance 
William I. Pedersen, assistant se« 
Albert Ullmann Ma 
Office, Inc., was 
elected vice president 
Stanton G. Hale has been elected 
president of the Life Insurance 


Associa 


retary of 


rine recentls 


Management 
tion He is president of 
Mutual Life of New York 

Dr. John R. Everett, president of 
Hollins 


been 


Agency 


vice 


College, Virginia, has 


elected a member of the 
hoard of 
Life 
(. Warren Black, president of the 

Arunde] 


directors of Shenan- 


doah 


recently 
Fidelity 


Corp., . was 


elected a director of 
and Deposit. 

John A. Coe, P| was elected a 
director of Berkshire Life re- 
cently. He is president and di 


rector of the American Brass 
Company. 

Nathanael V. Davis, president of 
Aluminium Ltd., 
New England Life’s 


directors recently 


was elected to 


board of 
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G. Olson 
has been elected 
executive vice presi 
dent and director 
of Stuyvesant Insur 
subsidiary of 
General Acceptance 
Corp. 


Maurice 


ance 


John T. Blake was 
recently elected vice 
president of Balboa 
Insurance and Ar 
rowhead Insurance 
both subsidiaries of 
Seaboard Finance 


Thomas E. Walton, 
Jr assistant vice 
president, has been 
named to board of 
directors of Insur- 
Company of 
North America 


ance 


Harold J. Richards 
formerly assistant to 
president of Fidelity 
Bankers Life, has 
been elected vice 
president of the 
firm 


George 
president 

Federation of Labor 
has been elected to 
board of directors 
of Union Labor Life. 


Meany 
American 


Peter A. Laterza has 
been appointed ex 
ecutive vice 
dent of the 
dential 


Jacksonville, Fla 


presi 
Presi 


Insurance 


Robert T Stevens 
former U. S. Secre 
Army 
has been elected to 
board of trustees of 
Mutual Life of New 
York 


tary of the 


Carl & Birkenmeyer 
was recently ap 
pointed vice presi 
dent of United Pa 
cific Insurance He 
was with American 
Associated 


ik. W. P. Jones, dean of the School 

Business of the University 
of Western Ontario, and R. M. 
Ivey, of the law firm of Ivey 


Livermore and Dowler have 
ted directors of North 
ern Life As 
Inselman, 
row, Gilbert Bb 
M Pease James 1D 
Frank B Zeller 
elected directors of the Ame! 
Marine | 


been ele 
surance 

John W 
Oxford 


Mor 


Madoe 


Ceorge 
Rawling and 


have een 


can Institute of 
writers 
William M. 


sun 


Kearns, preside! 


New 


has been appointed deput 


Insurance of 


branch 
Ltd., of 


ager of the U.S 

Insurance Office 
don 

Henry W. Persons has been 


second vice president 
National Life. He 
formerly manager of a Ch 


Mutual Life 
Daryl L. Stull has been app: 


Lincoln 


agency for 
nted 
agency director for Fidelity 
Banke Life 


served as state manager in Vit 


Previous! he 


vinia for Guarantee Trust Life 
W. N. Bowden is newly 


ayency 


appointed 
superintendent fo 
Life 


been the 


Crown Insurance. He has 


company’s sales re 
earch secretary 


Ted A. Peake, 
dential’s Binghamton, N. Y., o1 


manager of Pru 


dinary agency, has been pro 


moted to director of ayenct 
home office 


Bates has 


in the firm’s 
William H. 
pointed superintendent of ayen 
cies for the New Zealand Group 
Mr. Bates was 


Phoenix of 


been ap 


formerly 
London where 
pecialized in casualty in 
ance 
Roy G. Bachman, currently assi 
tant to the president of General 
Adjustment Bureau, wa re 
cently from 
of the 
department 
Robert P. Brady 


vanced to 


promoted mar 


ayel 
Bureau's southeastern 
has been ad 
assistant vice presi 


dent and actuary, reinsurance 


National! 
He came to Republic in 


division of 
Life 
1953 from 
Haight 
firm 


Republic 


Haight, Davis and 


consulting actuarial 
A. N. Culling has been advanced 
Continued on page 76 


wo 


rc 
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These Names Make News 


Continued from page 75 


president of 
Pacific Mutual Life. With Pa- 
cific Mutual for 25 years, Mr 
in auditing, 


to assistant vice 


Culling has served 
renewal and policyowners’ ser- 

vice departments and agencies. 
Luther Lumpkin has 


pointed 


been ap- 

assistant superinten- 

dent of agencies for Ohio State 

Life. Formerly he was Colum 
bus general ayent for State Life 
of Indianapolis 

Elizabeth E. 


named a fellow of the Life Of- 


Hogan has been 
fice Management Association 
Institute. Miss Hogan heads a 
Equitable Life As- 
which 


section of 

surance administers 
group insurance for more than 
4,000 policyholders 

Richard G, Sutherland has been 
appointed director of education, 
and sales promotion by the Ohio 
State Life 
rected mortgaye life insurance 


Previously he di- 


sales for Trans-American Life. 
Lawrence W. Strattner, Jr., was 
recently 
training for Berkshire Life. He 


named director of 
was formerly division manager 
for Prudential 

Malcolm G. Young, superintendent 
of the history department of 
Zurich - American 1938, 
was recently named superinten- 


since 


dent of sales education. 
William H. Rothermel has been 


appointed director of sales and 


assistant to the president of 
Fidelity Life Association. He 
was formerly assistant produc- 
tion manager in the business 
extension division of Kemper. 

Paul F. Breisch has joined All- 
tate as supervisor of commu- 
nity relations. Previously he 
was publie relations representa- 
tive for American Can Co 

John T. Graham has 
pointed 
Pan-American Life 


been ap- 

personnel director of 
Prior to 

joining Pan-American he was 

personnel assistant for Ameri 
can Cyanamid 

Stuart D. Hecox, former director 

Mutual 


Trust Life, is newly appointed 


of sales training for 


Leo Goodwin, Sr., recently elected president 
of National Association of Independent In- 
surers, is president of Government Em 
ployees Insurance Group. 


director of training for Acacia 
Mutual Life. 

Helen Kullgren has been named 
to the newly created position of 
director of membership promo- 
tion for the National Associa 
tion of Life Underwriters. 

Kurt O. Sieck has been named di- 
rector of sales service for Amer- 
ican Mutual Life. 


was assistant to the president 


Formerly he 


and agency secretary for Amer- 
ican Reserve Life. 

Alice R. Mosley has joined All 
American Casualty as advertis- 
ing and sales promotion man- 
ager. Miss Mosley was formerly 
advertising manager for Ster- 
ling Insurance. 

James M. Robarts has been ap- 
pointed director of sales promo- 

Life. 


tion for Pan-American 


Robert H. Oppenheimer is president of 
new firm, Holland-America Insurance Com- 
pany, chartered in Missouri. It is licensed 
to write fire, casualty, automobile and other 
lines in that state. Holland-America was 
organized with paid-in capital of $1 million 
and surplus of $1! million. 


Since 1952 » has been assis- 
tant director of public relations 
Miss Alberta M. Light, vice chair- 
man of the Women’s Quarter 
Million Dollar 
chairman for 1956 


found Table, is 
program 
Miss Hedwig L. 
Miss Helen Rupp, Mrs. Florence 
M. McConnell, Mrs. Eunice C. 
Miss Dorothy M. 


Boond head membership, edu- 


Fichenberg, 


Bush and 
cation, nominations, legislation 
and publicity committees. 
Anchor Casualty, of St. Paul, 
Minn., and its subsidiary Queen 
City Insurance, are entering the 
crop-hail field in Minnesota, 
South Dakota, Iowa, Nebraska, 
North Dakota and Wisconsin, 
beginning with the 1956 season 
American Motorists will increase 
capitalization by $1 million. As 
of Oct. 27 capital was $3 mil- 
lion, net surplus $4 million and 
assets more than $60 million 
(Spectator F.F.A 
AAA+, A+, A+. 
Connecticut General Life direct- 


Rating 1955 


ors have approved a plan for 
affiliation of Nationa] Fire In 
Hartford 
with Connecticut General. Stock 


surance Company of 


will be exchanged on the basis 
of three and one-half shares of 
National Fire for one share of 
Connecticut General 

Excelsior Insurance Co. has re 
ceived its certificate of author 
ity to do business in Kentucky 
Virginia and District of Colum 
bia. 

Great American has opened a 
southwestern departmental of 
fice in Dallas to handle opera 
tions, excluding hail, in the 

states of Arkansas, Louisiana 
and Texas. Farm and hail busi- 
ness will be handled through 
the Lubbock, Texas, office 

Harleysville Mutual Casualty has 
been granted a license to con 
duct business in South Carolina 

Integrity Mutual Insurance Com- 
pany and Integrity Mutual Cas 
ualty directors have voted to 
merge. Operations will be un 
der the name Integrity Mutual 
Insurance Company of 
ton, Wis 

Michigan 


Apple 


Mutual 
Associated General Fire were 
November 30. All 
Associated General 


Liability and 


merged on 


policies 
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were 100°. reinsured by Michi- 
gan Mutual Liability. 

National Association of Independ- 
ent Insurers has accepted as 
members Foremost Insurance 
Company, Transport Indemnity 
Exchange, Holland America 
Insurance Company, and Cen- 
tral Standard Indemnity Co 

National Fire Insurance Company 
of Hartford and the Mechanics 
and Traders Insurance Com- 
pany stockholders agreed on 
Oct. 17 to a merger of the lat 
ter into the former. 

Northwestern Mutual Fire Asso- 
ciation has announced forma- 
tion of a separate inland marine 
department. Henry A. Colvin, 
manager. will be responsible 
for development and underwrit- 
ing of all inland marine and 
commercial block insurance 

Public Savings Insurance Com- 
pany’s stockholders have au 
thorized x two-for-one split. No 
publie offering of stock is con- 
templated, the firm said. 

Royal Exchange Assurance has 
been elected to membership in 
Surety Association of America 

Rushmore Mutual Life has been 
licensed to do business in Ida- 
ho, New Mexico, Utah and 
Alaska, making 12 states and a 
territory in which the company 
now writes. 

South Atlantic Life Insurance 
Company, Florida’s newest in 
surance firm, has been organ 
ized with $3,000,000 in author- 
ized capital stock 

Southland Life, granted a license 
to do business in Louisiana and 
Nevada, now operates in 13 
states and District of Columbia 

Transcontinental Insurance Com- 
pany of the National of Hart 
ford group will have Franklin 
National and United National 
Indemnity merged into it 

United American Insurance Com- 
pany of Dallas has received a 
license to conduct business in 
Arkansas, 
sippi and Oklahoma, in addition 


Louisiana, Missis- 


to its Texas operations 

Young Adjustment Company of 
America, Inc., a new organiza- 
tion of public insurance adjust- 
ers, has been formed with 
Young Adjustment Company, 
New York Fire Adjustment 
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Corp., and Sidney Greenspan & 
Company as affiliate members. 
DIVIDENDS: Quarterly 
Life, $.25 per share payable 
Dec. 15 to stockholders of rec- 
ord Dec. 2; Excelsior, $.10 per 


Colonial 


share payable Dec. 22 to stock- 
holders of record Dec. 5; Se 
lected Risks Indemnity & Se- 
lected Risks Fire, $3.30 per share 
Other—Com- 
monwealth Life, $.05 per share 
payable Dec. 7 to stockholders 
of record Nov. 23; Jefferson 


Standard Life, $.25 per share 


payable Nov. 1. 


payable Nov. 11 to stockholders 
of record Nov. 7; Ohio Casu 
alty, $40 per share payable 
Dec. 15 to stockholders of re« 
ord Dec. 5; Peerless Casualty, 
10 per cent stock dividend pay 
able Nov. 23 to stockholders of 
record Nov. 10; Selected Risks 
Indemnity & Selected Risks 
Fire, 11 1/9 per cent stock divi 
dend payable Nov. 10 to stock 
holders of record Oct. 24; 
Standard Accident, $.45 pet 
share payable Dec. 5 to stock 
holders of record Nov. 23 
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A CHRISTMAS GIFT 


FROM “AMERICAN LIFE” 


THE LIFE INSURANCE AGENTS 


It you qualify: 
you can be the first and only man in your territory to 


offer, in addition to our complete, modern portfolio, 


the latest feature in insurance... 


THE VARIABLE ENDOWMENT CONTRACT 
WITH VARIABLE ANNUITY OPTION 


to be issued on the 10, 15, 20 Year and Age 55 and 
65 endowment plans, with automatic provisions for 


refund of premiums, double indemnity, and disability 


Assure a spot for yourself in the American Life. Write 
to Harold C. Vollmann, Vice President and Director of 


AMERICAN LIFE 


INSURANCE ASSOCIATION 
Bridgeport 5, Conn. 


Serving American Families in Connecticut, Illinois, Indiana, Michigan, 


New Jersey, Ohio, Pennsylvania, and West Virginia 


Since 1892 











From Coast-to-Coast 
IN LOS ANGELES— 


IN CHICAGO— 


The regular routine for the staff of an insurance business magazine includes much travel 
many meetings, and a number of business luncheons and dinners. THE SPECTATOR's staff 
is no exception to that rule, But this month we have some pictures to prove it. Although 
THE SPECTATOR's main offices are in Philadelphia and New York, these camera studies 
find the staff at points from New England to California 


IN LOS ANGELES, Publisher Thomas J. Casper (at right) meets with fellow journalists C 
B. Council (left) and Howard Council of the ‘Western Underwriter 
of the National Association of Insurance Agents 


at the annual meeting 


IN CHICAGO, Midwestern Business Manager Sidney Bushler and his wife pose at THE 
SPECTATOR's display for the annual meeting of the National Association of Independent 


Insurers 


IN HARTFORD, two “Spectators” entertain guests at the CPCU Conferment luncheon for 
Connecticut. From the left, George Malcolm-Smith of The Travelers, SPECTATOR Managing 
Edtior Bill Alrich, Willard Burt of the National Fire Group, John Eklund and Alden Taylor 
of the Phoenix of Hartford, and SPECTATOR New England Business Manager Bill Smyth 
peeping over the head of a visiting lawyer from General Dynamics Corp 





Chicago s Neighbor 


Continued from page 29 


caissons and beams supporting the 
building would be sunk. 
Generally speaking, the lots 
were split into nineteen categories 
such as Primary Lots and Func- 
tional Lots, consisting of lots for 
floors, caissons, columns, viaducts, 
girders, utilities, hangers, brack 
ets, struts, buttresses and ties 
and were divided in three ways 
1. From the ground surface 
to the center of the earth 
From the surface of the 
earth to a given horizontal 
plane 
From the horizontal plane 
to infinity 
The topography and the char- 
acter of the site presented addi 
tional problems. For example, the 
building had to be built over the 
Illinois Central 
tracks had to be 
replaced without interrupting pas 


Railroad, and 


relocated and 


senger schedules. In addition, a 
city ordinance required that via- 
ducts be provided which Pruden 
tial undertook as part of the pur- 
chase agreement 

Despite all these complications, 
the steel work was completed on 
November 16 last year and some 
of the offices started to move into 
the building in June this yea 
The building will finally be com 
pleted sometime next year, but 
right now Prudential’s Mid-Ame1 
ica Home Office is completing its 
move into the offices it will 

third 

eighth floors, or approximately 30 


occupy the through the 
per cent of the million 
sky scrape! The 41 


story structure covers three and a 


square 


feet in the 


quarter acres and rises 601 feet, 
making it Chicago's tallest roof 
top by some 44 feet. 
rhis building, however, is built 
not only “on air” but also on a 
very sizeable volume of insurance 
business. For the two states it 
Illinois and Indiana 
Mid-America has 
$4.517 billion of life insurance in 


covers 


Prudential’s 


force on 3.3 million policyholders 
and its premiums last year 


amounted to $468 million. 
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the investment features of the contract induce 
Federal regulation, the fact remains that unless 
and until a new definition is agreed upon for 
the protection envisioned, the variable annuity 
under its present title will be of doubtful value 
in the minds of men and women who seek 
through it, first and always, security and a 
surcease from financial worry in old age or 


infirmity. 


New York's Sound Auto Solution 

HE preponderant majority of American fam 
{ pa have now ownership in an automobile 
By far the majority of these owners aim to use 
it and to enjoy it without causing financial loss 
to neighbors by personal injury or property 
damage. Most of these owners seek to guarantee 
this objective by buying the protection of an 
insurance policy. They have equal concern fo) 
themselves and insist that this same protection 
be provided by their neighbors. This demand by 
people in every walk of life for financial redress 
should an automobile cause them personal injury 
or property loss is relayed with an almost unan! 
mous voice to state governments for legislative 
action to that end. 

To the credit of America’s citizenry be it said 
that in many states the record shows that as 
high as 95 per cent of the cars in operation have 
been insured voluntarily by their owners. Only 
those who are selfish or wilful neglect this act 
of the good neighbor 

Various devices have been submitted to gain 
full financial protection and guarantee everyon 
and all property against loss by the untoward 
operation of any and every motor vehicle. Con 
pulsory auto insurance in one state has been 
in effect for more than two decade Because 
Americans resent dictatorship, the experiment 
has never been followed in other states. Fur 
ther, this compulsory law has never been con 
sidered effective 

A sound approach to a solution of the prob 
lem, in the opinion of THE SPECTATOR, seems now 
best to have heen presented by Superintendent 
Holz of the New York Insurance Department 
His proposal places a heavy additional charge 
on date of license for every car owner who doe 
not hold an insurance policy or similar eviden 
of financial ability to care for any po sible injur 
to life or property they cause 

Thi hould meet the approval of the 
people and as well ¢ » insurance industry 
The only possible objection might be to the use 
of the word “compulsorv” in titling the proposed 
law Insistence on a word should, however, not 
imperil a program so promising of relief to the 
victims of the motor car and so pregnant wit! 
advantage to all.—T. J. V. Cullen 


December 1955 

















/he WELCOME MAT 
ie Ott for atual Of Omaha 
Kepresert Hives... 


Mutual of Omaha is no stranger in the American home 
Its name is a household word its story has been told 
countless times in national radio programs, national tele 
Vision, magazines, newspapers and by mail, Its representa 
tives have been “introduced” by famous TV stars and 
radio personalities. Folks feel that they know the Mutual 
of Omaha man even before he calle, and “live leads” are 
opening thousands of doors. Mutual of Omaha is the largest 
exclusive health and accident company in the world, and 
has paid more than 650 million dollars in benefits. If you 
ire interested in joining the “Pace-Setter.” now's your op 
portunity. Write today to Ageney Dept., Mutual of Omaha 


L MUTUAL BENEFIT HEALTH 
& ACCIDENT ASSOCIATION 


Home Office: OMAHA, NEBR 


Canadian Head Office 
TORONTO 
Vv. J. SKUTT, President 
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The COLUMBUS MUTUAL Life Insurance Company 


Carl Mitcheltree, President . 
Ben F. Hadley, Vice-Pres. & Sup’t. of Agents Columbus 16, Ohio 





LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


ASSETS 


Total admitted Assets 


JUNE 30, 


}, 807 806 80 
953 829 49 
5,874,896 18 
167,388 93 
$2.93) 47 
986.000 00 
972.5 a 


$179,012,592.90 


1955 


LIABILITIES 
ses S$ 16918000 4 
0 00 


706.05 


ss Expenses 1,516.2 
ad Premiums 53,802 


ee 2,043,389 98 


15,000,000.00 
60,878,547.56 


Capital 
Net Surplus 


Total $179,012,592.90 


SURPLUS TO POLICYHOLDERS $95,878,547.56 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


JUNE 30, 1955 


ASSETS LIABILITIES 


s Expenses 
Jneorned 


Capitel 
Net Surplus 
Totel 


Total edmitted Assets $14,968,974.57 


SURPLUS TO POLICYHOLDERS $6,818,003.14 


795,92 


MILWAUKEE INSURANCE COMPANY 


OF MILWAUKEE, WIS. 
JUNE 30, 1955 
ASSETS 


Capitol 
Net Surplus 


Total edmitted Assets $41,307,391.32 Totel 


SURPLUS TO POLICYHOLDERS $20,166,794.95 


$2,754 ed 


LIABILITIES 


4 e 


$ 1,767,.552.29 
158,410.00 
5.990,152.03 
218,210.00 


6647.11 
1,000,000.00 
$,818,003.14 

$14,968,974.57 


3,000,000.00 
17,166,794.95 


$41,307,391,.32 


THE METROPOLITAN CASUALTY INSURANCE 


COMPANY OF NEW YORK 
JUNE 30, 1955 
ASSETS 


A her r 
8 Capital 
ther Asset 71 657 78 Net Surplus 


Tetel edmitted Assets $52,.977,574.38 Tetel 


SURPLUS TO POLICYHOLDERS $16,207,271.84 


$4 44 ‘ he above stotement 


re deposited as rec 


LIABILITIES 


66,637 50 


878.775.00 


$18 
4,018,502.75 
1,428,986.73 
263,540.22 
386034 


2,000 000.00 
14,207,271. 84 


$52,977, 574.38 


HOME OFFICE 


PARK PLACE, NEWARK 1, 


lone 


ed 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 
JUNE 30, 1955 


ASSETS RtABILITIES 


1,000,000.00 
6,934,710 


Capital 
Net Surplus 
$15,842,216.638 


Total admitted Assets $15,642,216.68 Total 


SURPLUS TO POLICYHOLDERS $7,934,710.80 


822.47 eme © deg e 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


JUNE 30, 1955 


LIABILITIES 


Expe 


ASSETS 


100,000.00 
350,415.93 


Cepital 
Net Surplus 


Total admitted Assets $454,279.25 


SURPLUS TO POLICYHOLDERS $450,415.93 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


JUNE 30, 1955 


ASSETS LIABILITIES 


2,000 000.00 
15,776,037 87 


& Capital 
4 Net Surplus 


Tetal admitted Assets $61,951A477.15 Total $61,951, 477.15 


SURPLUS TO POLICYHOLDERS $17,776,037.87 
41 in the ebove stateme are deposited os req 


Securities corried ot $1,692 


Department 


NWEW JERSEY 


e 


9 epartment 





